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►  TELECOM  '87 

DEC  lays  plans  to 
link  VAXes,  PBXs 

Will  team  with  major  switch  makers  to 
push  voice/data  network  integration . 


►  TELECOM  '87 

X.400  tops 
ticket  at 
world  show 

Debuts ,  demo  draw 
meeting  spotlight. 

BY  MARY  PETROSKY 

West  Coast  Correspondent 


GENEVA  —  A  bevy  of  new 
products  and  an  impressive  21- 
vendor  networking  demonstration 
at  Telecom  ’87  here  last  week  drew 
attention  to  the  growing  populari¬ 
ty  of  the  X.400  international  mes¬ 
saging  standard. 

Both  IBM  and  Telenet  Communi¬ 
cations  Corp.  unveiled  new  X.400 


products  at  the  international  com¬ 
munications  show.  The  two  compa¬ 
nies  also  participated  in  the  X.400 
network  demonstration,  which  fea¬ 
tured  both  equipment  vendors  and 
public  network  providers.  Howev¬ 
er,  the  new  IBM  products,  as  well 
as  the  company’s  existing  X.400 
offerings,  will  be  available  in  Eu¬ 
rope  only. 

IBM  announced  the  X.400  Mes¬ 
sage  Transfer  Facility  Program  for 
systems  running  its  VM/SP  and 
VSE/SP  operating  systems.  The 
program  allows  applications  run¬ 
ning  under  either  operating  system 
to  exchange  messages  with  other 
private  or  public  mail  systems  that 
support  X.400.  Big  Blue  also  intro¬ 
duced  an  X.400  Professional  Office 
System  connection. 

In  addition,  the  firm  unveiled  a 
new  release  of  its  OSI  application 
programming  interface,  General 
Teleprocessing  Monitor  for  Open 

See  page  43 


BY  BOB  WALLACE 

Senior  Editor 


GENEVA  — -  Digital  Equipment 
Corp.  last  week  detailed  plans  to 
team  with  leading  private  branch 
exchange  manufacturers  to  devel¬ 
op  software  that  will  link  their 
switches  to  stand-alone  or 
networked  DEC  computers. 

The  plans,  outlined  within 
DEC’S  Computer-Integrated  Tech¬ 
nology  (CIT)  Program  announced 
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at  the  Telecom  ’87  conference  here, 
are  intended  to  spur  development 
of  applications  that  functionally 
integrate  voice  and  data.  This 
would  enable,  for  example,  an  in¬ 
coming  call  to  a  customer  represen¬ 
tative  to  invoke  the  retrieval  of  the 
caller’s  computer  file. 

DEC  said  Northern  Telecom, 
Inc.,  British  Telecommunications 
pic  —  which  owns  Mitel  Corp.  — 
NEC  America,  Inc.,  Ericsson,  Phil- 

See  page  42 


►  NETWORK  MANAGEMENT 

IBM  salvo  adds  to 
NetVIew’s  stature 


BY  PAUL  KORZENIOWSKI 

Senior  Editor 


RYE  BROOK,  N.Y.  —  IBM  last  week  announced  a  spate 
of  communications  products  that  further  emphasize  Net- 
View  as  a  key  underpinning  in  an  evolving  architecture 
designed  to  enable  users  to  more  easily  link  and  control 
IBM  processors. 

The  products  announced  also  add  new  networking  ca¬ 
pabilities  to  the  company’s  mid-range  systems.  Among 
the  products  were  three  application  programs  designed 

See  page  38 


►  3Com  introduces  a  high- 
performance  80386-based 
local  net  file  server  that’s 
twice  as  fast  as  its  current 
top-of-the-line  model. 

Page  4. 

Features 

►  Sometimes,  users  need 
immediate  access  to  accu¬ 
rate  data  —  no  matter 
where  they  are.  Emergency 
data  needs  are  driving  the 
development  of  mobile  data 
systems.  Page  30. 
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News 

►  At  Telecom  ’87  in  Gene¬ 
va,  IBM  announces  alli¬ 
ances  with  Siemens  and 
Bell  Atlantic.  IBM  also 
signs  to  work  with  Nynex 
on  an  ISDN  trial.  Page  2. 

►  Telenet  and  Tymnet/Mc¬ 
Donnell  Douglas  air  new- 
generation  packet  switches 
at  Telecom  ’87.  Page  2. 


How  key  companies 
weathered  the  stock 
storm 


Oct.  Oct.  Oct. 


NETWORK  WORLD  CHART 


►  MARKET  MADNESS 

Stock  plummet 
spells  trouble 

Dow  dive  may  limit  growth 
of  communications  firms. 

BY  PAM  POWERS 

Senior  Editor 


The  stock  market  crash  that  sent  the  Dow 
Jones  industrial  average  plummeting  508  points 
last  Monday  could  weaken  some  communications 
vendors’  chances  of  survival,  particularly  if  a  re¬ 
cession  sets  in,  as  many  financial  analysts  predict. 

The  market’s  volatility  during  the  past  week 
has  created  general  anxiety  that  will  make  inves¬ 
tors  and  users  more  cautious  about  how  they 
spend  their  money.  At  worst,  it  has  dried  up  an 
important  source  of  capital  for  firms  that  rely  on 
stock  issues  to  fund  expansion  of  their  operations. 

Last  Monday,  now  gloomily  dubbed  Black  Mon¬ 
day,  saw  an  accelerated  stock  market  decline  that 
rocked  the  investment  community,  as  the  Dowr 
tumbled  508  points  to  1,738.74  and  total  market 

See  page  6 


PEN  SYSTEMS:  HOW  OPEN  ARE  THE 


Planning  for  open  systems 
takes  on  Prime  importance 


BY  MICHAEL  FAHEY 

Senior  Writer 


While  Prime  Computer,  Inc.  doesn’t 
have  pockets  as  deep  as  those  of  its  mini¬ 
computer  rivals  Digital  Equipment  Corp., 
Wang  Laboratories,  Inc.  and  Hewlett- 
Packard  Co.,  the  Natick,  Mass. -based 


company  insists  it’s  ready  to  compete 
vigorously  in  the  connectivity  game. 

Prime  continues  to  support  its  propri¬ 
etary  architecture,  Primenet,  which  in¬ 
corporates  the  X.25  packet-transport 
standard  (see  diagram  on  page  35).  Mean 
while,  Prime  is  plotting  its  course  to  meet 

Continued  on  page  33 
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►  TELECOM  87 

IBM  boosts  telecom 
efforts  in  Europe 

Also  plans  ISDN  field  tests  with  Nynex. 


BY  BOB  WALLACE 

Senior  Editor 


GENEVA  —  IBM  last  week  ex¬ 
panded  the  scope  of  its  advanced 
networking  efforts,  announcing  al¬ 
liances  with  international  telecom¬ 
munications  equipment  producer 
Siemens  AG  as  well  as  Bell  Atlantic 
International. 

Termed  “joint  studies”  by  IBM, 
these  agreements,  plus  IBM’s  plan 
to  join  with  Nynex  Corp.  in  a  U.S.- 
based  Integrated  Services  Digital 
Networks  field  test  to  begin  in 
April  1988,  were  detailed  at  the 
Telecom  ’87  conference  here.  The 
event,  sponsored  by  the  Interna¬ 
tional  Telecommunications  Union, 
drew  more  than  200,000  attendees 
over  12  days. 

Although  Helmut  Schmidt,  vice- 
president  of  telecommunications 
for  IBM  Europe,  maintained  IBM  is 
not  in  the  telecommunications 
business,  he  did  say  the  vendor 
wants  a  bigger  piece  of  the  Europe¬ 
an  customer  premises  equipment, 
applications  and  information  pro¬ 
cessing  markets. 


BY  MARY  PETROSKY 

West  Coast  Correspondent 


GENEVA  —  Packet-switch  net¬ 
work  vendors  Tymnet/McDonnell 
Douglas  Information  Systems 
Group  and  Telenet  Communica¬ 
tions  Corp.  used  the  Telecom  ’87 
show  here  to  unveil  their  next-gen¬ 
eration  packet  switches  last  week. 

Both  companies,  although  two 
of  the  largest  in  the  domestic  mar¬ 
ket  for  private  packet-switched 
networks  and  public  data  network 
services,  have  been  under  in¬ 
creased  pressure  from  customers 
and  hungry  new  competitors  to  up¬ 
grade  their  switch  technology  to 
take  advantage  of  recent  develop¬ 
ments. 

Tymnet/McDonnell  Douglas  in¬ 
troduced  the  Series  750  packet 
switch,  or  Turbo-Engine,  while  Te¬ 
lenet  debuted  its  TP4/III  switch 
line.  Both  switches  can  be  used  in 
either  public  or  private  packet¬ 
switching  networks.  Each  compa¬ 
ny  claims  to  have  approximately 
100  private  network  customers. 

Both  switch  lines  have  a  32-bit 
multiprocessor  architecture  based 
on  the  Motorola,  Inc.  68020  micro¬ 
processor,  although  Telenet’s 
switch  also  uses  some  proprietary 
integrated  circuits.  Coincidentally, 
both  companies  also  opted  to  pro¬ 
gram  their  new  switches  in  C  lan¬ 
guage  to  ensure  application  porta- 


He  said  the  trio  represented  a 
$140  billion  market  in  1986  in  Eu¬ 
rope,  exclusive  of  central  office 
switching  gear  sales. 

IBM  Germany’s  pact  with  Sie¬ 
mens  AG  and  IBM’s  teaming  with 
Bell  Atlantic  International,  in  non¬ 
exclusive  contracts,  represent  the 
multinational  vendor’s  latest  ef¬ 
forts,  via  partnerships  with  domi¬ 
nant  foreign  telecommunications 
vendors  and  Post,  Telephone  and 
Telegraph  administrations,  to  ex¬ 
plore  the  market  for  intelligent  in¬ 
ternational  networks. 

If  built,  these  systems  would 
draw  on  the  combined  strength  of 
IBM’s  data  processing  and  data 
network  management  systems,  in 
addition  to  advanced  digital  voice 
and  data  switches  from  the  likes  of 
Ericsson  and  Siemens  AG. 

By  combining  large  computer 
data  bases  with  switching  gear, 
telephone  companies  operating 
these  intelligent  networks  would 
be  able  to  offer  their  subscribers 
advanced  services,  including  virtu¬ 
al  private  network  services,  800 
calling  services  and  alternate  bill- 


bility  with  future  switches. 

Tymnet/McDonnell  Douglas’ 
switches  are  based  on  a  single,  pro- 

See  page  43 


ing  services  using  credit  cards. 

IBM  said  its  agreement  with  Sie¬ 
mens  AG  will  allow  the  pair  to  ex¬ 
amine  how  their  expertise  can  be 
merged  to  create  new  telecommuni¬ 
cations  services.  IBM’s  joint  study 
agreement  with  Bell  Atlantic  will 
be  aimed  at  assessing  market  de¬ 
mand  outside  the  U.S.  for  a  series 
of  “intelligent  network  voice,  data 
and  image  applications,”  based  on 
an  architecture  developed  for  use 
in  the  U.S.  by  Bell  Communications 
Research,  Inc. 

The  IBM  and  Nynex  ISDN  field 
test  will  tie  a  Nynex  site  in  Man¬ 
hattan  through  a  Northern  Tele¬ 
com,  Inc.  central  office  switch  to  a 
second  facility  in  White  Plains, 
N.Y. 

Both  parties  claim  the  project 
could  run  into  the  1990s.  In  the  tri¬ 
al,  six  to  eight  IBM-provided  work¬ 
stations,  equipped  with  prototype 
ISDN  Basic  Rate  Interface  adapt¬ 
ers,  will  communicate  through  the 
central  office  switch  to  an  IBM 
controller  also  fitted  with  the  Ba¬ 
sic  Rate  Interface  adapter.  The 
controller  will  route  data  through 
a  Nynex-owned  IBM  mainframe 
running  Systems  Network  Archi¬ 
tecture  applications,  including  or¬ 
der  processing  and  billing  systems 
operations. 

IBM  and  Nynex  gave  different 
reasons  for  participating  in  the 
technology  trial.  John  McElroy, 
ISDN  Systems  Manager  for  the 

See  page  6 


Network  World  wants  to  make 
its  news  coverage  even  better, 
and  for  that  we  ask  your  help.  If 
you  know  of  an  interesting 
event  that  just  occurred  or  is 
about  to  occur,  please  call.  We’d 
also  like  to  know  how  you  opti¬ 
mize  your  networks.  Call  Editor 
Bruce  Hoard  toll  free  at  (800) 
343-6474. 


►  PURCHASING  NETWORKS 

Airlines  go 
on-line  for 
supplies 

Specification  2000 
cuts  paperwork. 

BY  MICHAEL  FAHEY  ~ 

Senior  Writer 


ANNAPOLIS,  Md.  —  An  interna¬ 
tional  group  of  airlines  and  their 
parts  and  equipment  suppliers 
have  established  an  electronic  data 
interchange  network  designed  to 
help  air  carriers  cut  procurement 
costs  and  trim  inventories  by  elimi¬ 
nating  much  of  the  paperwork  in¬ 
volved  in  purchasing. 

The  network,  called  Specifica¬ 
tion  2000,  is  expected  to  be  fully 
operational  early  next  year  and 
will  eventually  link  more  than  100 
airlines  with  several  hundred  sup¬ 
pliers.  There  are  currently  about 
50  airlines  and  65  suppliers  in¬ 
volved  in  the  project,  according  to 
Gerald  Sturman  of  the  Air  Trans¬ 
port  Association  of  America, 
which  is  coordinating  the  coopera¬ 
tive  effort.  In  the  U.S.,  partici¬ 
pants  include  Trans  World  Air¬ 
lines,  Inc.,  Pan  American  World 
Airways,  Inc.  and  United  Air 
Lines,  Inc. 

Using  an  IBM  Personal  Comput¬ 
er  or  compatible,  a  Hayes  Micro¬ 
computer  Products,  Inc. -compati¬ 
ble  1,200  bit/sec  modem  and  dial¬ 
up  or  dedicated  telephone  lines, 
airline  personnel  can  access  a  cen¬ 
tralized  data  base  that  maintains 
cross-vendor  information  on  parts 
availability.  They  can  also  place 
orders  for  parts.  The  centralized 
data  base,  maintained  on  fault-tol¬ 
erant  Tandem  Computers,  Inc. 
computers,  is  administered  by 
Aeronautical  Radio,  Inc.  (ARINC), 
headquartered  here.  ARINC  and 
the  Air  Transport  Association  of 
America  are  nonprofit  organiza¬ 
tions  that  serve  the  airline  indus¬ 
try. 

Dial-up  transmissions  to  ARINC 
are  routed  to  a  group  of  AT&T  3BII 
computers  that  act  as  front-end 
processors  for  two  Tandem  Non- 
Stop  II  computers  and  two  Tandem 
TXP  computers.  Information  is 
sent  back  to  Specification  2000  us¬ 
ers  in  the  same  manner.  Traffic 
from  dedicated  links  is  fed  directly 
into  the  Tandem  processors. 

The  suppliers  periodically  pro¬ 
vide  a  magnetic  tape  to  ARINC 
that  is  loaded  into  the  data  base. 
“Every  conceivable  part  that 
would  need  to  be  replaced  on  an 
airplane  can  be  listed  on  the  data 
base.  It  is  like  a  giant  electronic 
catalog,”  Sturman  said.  “It  tells 
airlines,  for  example,  all  the  sup¬ 
pliers  that  have  part  number  1234 
available.  They  get  pricing  infor¬ 
mation  and  the  lead  time  for  deliv¬ 
ery.” 

A  customer  wishing  to  purchase 
a  part  from  a  particular  supplier 
can  send  an  order,  via  a  standard 

See  page  37 
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►  TYMNET/MCDONNELL  DOUGLAS,  TELENET 

Private  net  giants  unveil 
latest  packet  switches 


Systems  Connectivity  Architecture . . . 

the  Timeplex  philosophy  to  provide  open  systems 
connectivity  and  support  to  meet  current  and  changing 
needs  of  your  strategic  networks. 

TIME/VIEW  Unified  Network 
Management  System . . . 

an  integrated,  full-function,  multi-user,  multi-tasking  hier¬ 
archical  system  that,  from  a  single  point,  enables  you  to 
monitor  and  control  your  entire  network. 

TIME/VIEW  enhances  the  native  network  control  capabil¬ 
ities  of  Timeplex  networking  products  with  expert 
systems  and  artificial  intelligence  techniques  to  ensure 
maximum  network  availability.  It  also  embraces  non- 
Timeplex  equipment  via  TIME/VIEW  Open  Access-a 
published  specification  available  to  customers  and  ven¬ 
dors.  The  TIME/VIEW  Bridge  supports  and  complements 
the  IBM  NetView®  network  management  system. 

LINK/100  Series  Digital  Netwoiking 
Switch... 

a  network  resource  manager  that  handles  up  to  1 44  T-1 
lines  and  up  to  1 5,000  input/output  channels-offering 
true  user-initiated  switching. 

Timeplex  Systems  Connectivity  Architecture  is  a  roadmap 
to  the  future.  To  learn  more,  contact  Timeplex  ...the  con¬ 
nectivity  people.  Send  for  our  SCA  brochure,  today! 


Timeplex,  Inc. 

400  Chestnut  Ridge  Road 
Woodcliff  Lake,  NJ  07675 
(201)930-4600 


TIME/VIEW  and  LINK/100  are  trademarks  of  Timeplex,  Inc. 
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►  LOCAL  NETWORKS 

3Com  unveils  80386- 
based  LAN  file  server 


BY  JIM  BROWN 

New  Products  Editor 


SANTA  CLARA,  Calif.  —  3Com 
Corp.  is  expected  to  introduce  to¬ 
day  an  Intel  Corp.  80386  micro¬ 
processor-based  local  network  file 
server  that  operates  nearly  twice 
as  fast  as  its  existing  top-of-the- 
line  server. 

3Com  is  targeting  its  3S/400  file 
server  at  customers  that  want  local 
nets  larger  than  its  existing  high- 
end  3Server3  will  support,  said 
Jim  Cansler,  marketing  manager 
for  3Com’s  system  marketing 
group.  Analysts  say  the  higher 
performance  model  brings  3Com 
closer  in  capability  to  players  in 
the  high  end  of  the  file  server  mar¬ 
ket,  including  Banyan  Systems, 
Inc.  and  Nestar  Systems,  Inc. 

In  a  benchmark  test  done  for 
3Com  by  LanQuest  Group  of  Santa 
Clara,  Calif.,  3Com  said  the  unit 
handled  server  tasks  about  twice 
as  fast  as  the  3Server3. 

The  3S/400  comes  with  preload¬ 
ed  3  +  Share386  network  operating 
system  software,  an  enhanced  ver¬ 
sion  of  existing  3  +  Share.  That 
software  takes  advantage  of  the 
80386  chip’s  processing  power  and 
enables  the  server  to  support  both 


BY  PAULA  MUSICH 

Senior  Editor 


DALLAS  —  Banyan  Systems, 
Inc.  said  at  Novell,  Inc.’s  NetWorld 
trade  show  last  week  that  it  will 
offer  a  version  of  its  Virtual  Net¬ 
work  System  (VINES)  networking 
software  for  Digital  Equipment 
Corp.  VAX  minicomputers. 

Although  Banyan  demonstrated 
a  Unix-based  prototype  of  the  soft¬ 
ware  running  on  a  MicroVAX  at 
the  trade  show,  President  Dick 
Meise  said  that  Banyan  won’t  have 
a  commercially  available  product 
ready  until  mid-  to  late- 1988. 

VINES  running  on  the  VAX 
would  allow  the  minicomputer  to 
act  as  a  nondedicated  server  for 
networked  IBM  Personal  Comput¬ 
ers  and  compatibles.  The  VAX 
would  provide  networked  personal 
computers  with  most  of  the  capa¬ 
bilities  available  on  existing  Ban¬ 
yan  servers,  such  as  file  and  print 
sharing,  the  StreetTalk  naming 
scheme,  electronic  mail,  modem 
pooling,  security  and-'  network 
management  features,  Network  Ba¬ 
sic  I/O  System  support  and  file¬ 
locking  services. 

Banyan  eventually  intends  to 
provide  a  VAX/VINES  version  that 
will  support  direct  personal  com¬ 
puter  access  to  VAX-resident  files 
over  the  network.  Most  personal 
computer-to-VAX  products  now 
provide  personal  computer  users 


DOS  and  IBM  Network  Basic  I/O 
System  applications  written  to  uti¬ 
lize  the  80386. 

The  3S/400  is  equipped  with  2M 
bytes  of  random  access  memory.  A 
32-bit  bus  architecture  enables  the 
server  to  support  a  pair  of  memory 
expansion  cards  of  up  to  6M  bytes 
each.  The  3S/400  also  comes  with 
a  150M-byte  disk  drive.  Using  a 
small  computer  system  interface, 
additional  150M-byte  disk  drives 
can  be  attached  to  expand  the 
server  to  a  capacity  of  900M  bytes. 

The  new  server  also  features 
built-in  Ethernet  and  Apple  Com¬ 
puter,  Inc.  AppleTalk  adapter 
boards.  With  those  boards,  Ether¬ 
net-connected  IBM  Personal  Com¬ 
puters  running  3  + DOS  can  com¬ 
municate  with  AppleTalk  linked 
Macintoshes  running  3  + Macin¬ 
tosh.  Future  versions  of  the  prod¬ 
uct  will  support  3Com’s  TokenLink 
token-ring  network  adapter  board, 
Cansler  said.  However,  the  3S/400 
is  able  to  support  only  two  net¬ 
work  adapters  concurrently. 

“It  was  necessary  for  3Com  to 
go  with  the  80386  in  order  to  get  a 
really  high-performance  box,”  said 
Brad  Baldwin,  a  local-area  net¬ 
work  analyst  with  San  Jose,  Calif.- 
based  DataQuest,  Inc.  “With  the 


with  DEC  terminal-emulation  capa¬ 
bilities  through  software  running 
on  individual  personal  computers 
or  a  server.  Generally,  personal 
computers  are  linked  to  VAXes 
through  asynchronous  links. 

The  initial  VAX  version  will 
complement  Banyan’s  existing 
products  for  “people  that  have 
VAXes  and  Banyan,  or  have 
VAXes  and  intend  to  buy  Banyan,” 
said  David  Williams,  Banyan’s  di¬ 
rector  of  product  planning.  For 
customers  that  have  VAXes  with 
processing  power  to  spare  and 
want  to  network  personal  comput¬ 
ers,  a  VINES  version  for  the  VAX 
would  allow  them  to  use  the  VAX 
as  a  server,  rather  than  buy  a  sep¬ 
arate  Banyan  server. 

“For  our  customers  that  have 
VAXes,  they  can  make  better  use 
of  those  machines,  which  have  ex¬ 
tended  storage  and  tape  backup  re¬ 
sources.  The  VAX  is  a  much  bigger 
machine  and  people  want  to  use  it 
as  a  resource  from  their  PCs,”  he 
said.  Williams  said  that,  in  the  long 
term,  Banyan’s  goal  in  developing 
a  VAX/VINES  offering  is  to  pro¬ 
vide  greater  integration  of  person¬ 
al  computers  and  VAXes. 

Banyan’s  strategy  is  to  coexist 
with  existing  computer  and  com¬ 
munications  resources  in  large  or¬ 
ganizations.  “These  corporations 
are  trying  to  integrate  PCs  into  ex¬ 
isting  large  departmental  net¬ 
works,”  said  Mary  Kirson,  director 


new  server,  3Com  is  nipping  at  the 
toes  of  Banyan  and  [DSC]  Nestar 
[Systems,  Inc.],”  Baldwin  said. 
Both  those  firms  offer  high-perfor¬ 
mance  Motorola,  Inc.  68000-based 
file  servers  that  provide  links  be¬ 
tween  various  local  networks  and 
offer  wide-area  network  services 
such  as  X.25  gateways. 

With  the  new  unit,  3Com  also 
keeps  pace  with  a  myriad  of  com¬ 
petitors,  including  archrival  No¬ 
vell,  Inc.,  that  have  already  re¬ 
leased  80386-based  file  servers, 
Baldwin  said. 

According  to  Eric  Killorin,  presi¬ 
dent  of  Hyatt  Research  Corp.  in 
Andover,  Mass.,  the  Ethernet  con¬ 
troller  in  the  new  server  processes 
Ethernet  protocols  more  quickly 
than  previous  models,  enabling  the 
server  to  support  faster  Ethernet 
packet  transmissions.  Ethernet 
throughput  tends  to  degrade  as 
networks  get  larger,  which  is  not 
as  true  of  token-ring  technology 
typically  used  in  larger  networks, 
he  said.  “The  Ethernet  controller 
in  the  new  server  puts  Ethernet 
and  Token-Ring  on  more  of  an  even 
par  in  terms  of  performance  in 
larger  networks,”  he  said. 

The  3S/400  features  four  16-bit 
IBM  Personal  Computer  AT-com- 
patible  expansion  slots.  Those  slots 
can  support  Digital  Communica¬ 
tions  Associates,  Inc.’s  IrmaLAN 
and  Hayes  Microcomputer  Prod¬ 
ucts,  Inc.’s  SmartCom  II  boards. 

Elgar  Corp.  of  San  Diego  sup¬ 
plied  3Com  with  a  power  failure 

See  page  37 


of  product  marketing.  “The  bene¬ 
fits  of  our  approach  include  ease  of 
use  and  administration,  more  effi¬ 
cient  communications  and,  most 
importantly,  security,”  she  said. 

Later  support  to  be  added  will 
include  task-to-task  communica¬ 
tions  and  direct  personal  computer 
access  to  host  files  on  the  VAX 
through  a  server/client  function. 
“Our  direction  is  to  integrate  mini 
and  personal  computer  applica¬ 
tions,”  Williams  said. 

How  soon  a  VAX  version  of 
VINES  becomes  available  depends 
on  whether  Banyan  decides  to  base 
a  VAX/VINES  networking  system 
on  DEC’S  VMS  or  a  Unix  operating 
system,  Meise  said. 

“Should  our  choice  be  Unix,  it 
would  just  be  a  matter  of  turning 
what  we  have  now  into  a  product,” 
Meise  said.  The  prototype,  as  well 
as  Banyan’s  existing  versions,  are 
based  on  Unix.  A  Unix  version 
could  be  available  by  mid-1988. 

Should  Banyan  take  the  Unix 
approach,  the  firm  must  also  de¬ 
cide  between  Unix  Berkeley  Soft¬ 
ware  Distribution  and  Ultrix, 
DEC’S  implementation  of  Unix. 
“We’re  leaning  toward  Ultrix,” 
Williams  said. 

Banyan,  however,  has  also  re¬ 
ceived  a  “tremendous  amount  of 
interest”  in  a  VMS  implementation 
of  VINES,  Williams  said.  A  VMS 
version  of  VINES  wouldn’t  be 
available  until  the  end  of  1988.0 
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►  NOVELL 

6,000  flock  to 
second  NetWorld 


Top  three  carriers 
release  financials 

Firms  show  mixed  earnings. 


BY  PAULA  MUSICH 

Senior  Editor 


DALLAS  —  More  than 
6,000  attendees  jammed 
conference  sessions  and 
sought  out  the  latest  in  No¬ 
vell,  Inc.  NetWare-compati¬ 
ble  products  at  last  week’s 
Novell-sponsored  NetWorld 
’87  trade  show  at  the  Info- 
mart  here. 

Attendance  at  the  second 
annual  NetWorld  confer¬ 
ence  was  easily  double  that 
of  last  year’s  show.  The 
Novell  conference  also 
eclipsed  the  only  local  net¬ 
work-specific  trade  show, 
LocalNet,  in  attendance. 
Last  year,  LocalNet  attract¬ 
ed  an  estimated  4,000  at¬ 
tendees. 

Buoyed  by  the  success  of 
NetWorld,  Novell  an¬ 
nounced  plans  to  hold  a 
second,  international  ver¬ 
sion  of  the  show  in  Europe, 


BY  KARYL  SCOTT 

Washington,  D.C.  Correspondent 


WASHINGTON,  D.C.  — 
Users  are  not  convinced  the 
Federal  Communications 
Commission’s  rate  cap  pro¬ 
posal  will  have  the  desired 
effect  of  reducing  tele¬ 
phone  rates  and  increasing 
rate  payer  safeguards,  ac¬ 
cording  to  comments  filed 
with  the  commission  last 
week. 

A  number  of  telecom¬ 
munications  users  groups, 
as  well  as  long-distance  and 
local  exchange  carriers, 
submitted  comments  to  the 
FCC  in  response  to  the  com¬ 
mission’s  Aug.  21  notice  of 
proposed  rule  making,  in 
which  the  rate  cap  plan 
was  outlined. 

The  FCC  plan  would 
eliminate  current  rate-of- 
return  regulations  on 
AT&T  and  the  regional  Bell 
holding  companies  that  lim¬ 
it  the  amount  of  profit  the 
carriers  can  earn  for  pro¬ 
viding  services.  In  place  of 
the  regulations,  the  agency 
would  impose  rate  caps,  or 
price  ceilings,  on  all  local 
and  long-distance  services. 
The  carriers  would,  in  ef¬ 
fect,  be  able  to  set  their 
own  profit  levels  by  con¬ 
trolling  costs  associated 
with  providing  services. 

Bell  Atlantic  Corp.  said 
the  rate  cap  plan  would  al¬ 
low  it  to  cut  telephone 
rates  by  2.4%,  or  $100  mil¬ 


starting  in  1989. 

Novell  also  used  the 
event  to  announce  plans  to 
bundle  Message  Handling 
Service  (MHS)  software, 
which  provides  message 
transfer  and  routing  ser¬ 
vices,  into  future  versions 
of  its  NetWare  local  net¬ 
work  operating  system  be¬ 
ginning  in  the  first  quarter 
of  1988. 

The  software  provides 
an  application  program  in¬ 
terface  that  allows  devel¬ 
opers  to  add  communica¬ 
tions  capabilities  to  their 
programs  more  easily.  No¬ 
vell  said  MHS  allows  appli¬ 
cations  to  be  developed 
that  can  run  on  networks 
using  network  operating 
systems  such  as  NetWare, 
3Com  Corp.’s  3  +  ,  IBM’s  PC 
LAN  Program,  Microsoft 
Corp.’s  MS-Net  and  Banyan 
Systems,  Inc.’s  Virtual 
Networking  System. 


lion,  over  a  three-year  peri¬ 
od  by  eliminating  adminis¬ 
trative  costs  associated 
with  the  current  regulatory 
system,  according  to  Pat¬ 
rick  Hanley,  Bell  Atlantic 
assistant  vice-president  of 
federal  regulatory  affairs. 

But  users  and  industry 
analysts  said  in  filings  they 
remain  unconvinced  that 
the  rate  cap  plan  would  be 
a  change  for  the  better.  Us¬ 
ers  said  the  FCC  has  not 
adequately  demonstrated 
how  the  rate  cap  system 
will  prevent  carriers  from 
engaging  in  strategic  pric¬ 
ing,  or  pricing  that  is  not 
based  on  cost,  and  from 
skimping  on  service  quality 
in  order  to  cut  costs  and  in¬ 
crease  profits. 

In  its  filing,  the  Ad  Hoc 
Telecommunications  Users 
Committee  said  the  FCC 
must  first  prove  that  the 
rate  cap  system  is  better 
than  the  existing  rate-base 
regulation  before  charging 
forward.  “If  not,  the  com¬ 
mission  should  leave  well 
enough  alone,”  the  group’s 
filing  said. 

Rate-of-return  rules 
have  been  much  maligned, 
perhaps  unnecessarily,  the 
Ad  Hoc  group  said  in  its 
comments.  “While  not 
without  its  problems,  tradi¬ 
tional  regulation  has  pro¬ 
duced  a  great  deal  of  good 
for  telecommunications 
consumers  by  maintaining 
just  and  reasonable  tele- 


One  user,  D.  Cheryl  Wil¬ 
hite,  a  local  net  technical 
analyst  for  San  Jacinto 
Savings  in  Houston,  lis¬ 
tened  intently  as  speakers 
reviewed  selection  criteria 
for  choosing  local  net-to- 
host  gateways. 

Wilhite  said  San  Jacinto 
Savings  is  just  beginning  to 
explore  the  use  of  wide- 
area  links  and  host  gate¬ 
ways.  The  bank,  a  subsid¬ 
iary  of  Southmark  Corp.,  is 
currently  running  two  No¬ 
vell  NetWare  servers  sup¬ 
porting  119  users  at  one  lo¬ 
cation.  Wilhite  said  she 
expects  to  network  another 
40  users  in  branch  offices 
around  the  area  and  inter¬ 
connect  those  offices  with 
one  another  and  with  host 
computers. 

Another  user  making  the 
transition  from  work  group 
networks  to  organization- 
wide  networking,  Warren 
Benson,  said  existing  dedi¬ 
cated  links  to  mainframes 
and  to  minicomputer  nets 
are  no  longer  acceptable. 
“We  have  been  using  Irma 
boards  to  connect  PCs  di¬ 
rectly  to  3274  controllers, 
See  page  43 


rate  cap 

phone  rates.” 

The  FCC  argued  that 
rate-of-return  regulation  is 
an  outdated  system  that 
gives  carriers  perverse  in¬ 
centives  to  inflate  costs  in 
order  to  inflate  profits.  The 
new  system,  said  the  FCC, 
would  reduce  unnecessary 
regulation  and  eliminate 
carrier  incentives  to  inflate 
costs  and  engage  in  cross¬ 
subsidies. 

The  FCC  proposed  imple¬ 
menting  the  rate  cap  plan 
first  for  AT&T  and  later  for 
the  RBHCs.  AT&T  support¬ 
ed  this  approach  and  sug¬ 
gested  the  FCC  impose  a 
two-tiered  rate  cap  on 
AT&T  rates,  according  to 
AT&T  Vice-President  of 
Marketing  Services  Larry 
Garfinkel. 

One  cap  would  cover  ba¬ 
sic  domestic  and  interna¬ 
tional  long-distance  ser¬ 
vice,  and  a  separate  cap 
would  be  imposed  for  all 
other  services,  Garfinkel 
said.  “The  rate  cap  plan 
more  accurately  reflects 
the  competitive  realities  of 
today’s  long-distance  mar¬ 
ket  by  allowing  market 
forces  to  determine  the  cost 
of  service,”  Garfinkel  said. 

The  RBHCs  said  they 
should  be  subject  to  the 
new  streamlined  rules  con¬ 
currently  with  AT&T.  Bell 
Atlantic,  for  example,  sug¬ 
gested  that  the  rate  cap  be 
enacted  for  AT&T  and  the 
See  page  43 


►  QUARTERLY  REPORTS 


BY  PAM  POWERS 

Senior  Editor 


MCI  Communications 
Corp.  and  US  Sprint  Com¬ 
munications  Co.  last  week 
reported  improved  quarter¬ 
ly  results,  reflecting  steady 
growth  in  long-distance 
volume  and  declining  ex¬ 
penses,  while  arch-rival 
AT&T  reported  a  slight  in¬ 
crease  in  revenue  and  a  de¬ 
crease  in  earnings  for  the 
quarter. 

Analysts  were  particu¬ 
larly  pleased  with  MCI’s 
and  US  Sprint’s  financial 
results,  which  they  said  ex¬ 
ceeded  expectations  and  re¬ 
flected  healthy  market 
share  growth  and  declining 
operating  expenses. 

AT&T 

AT&T  posted  earnings  of 
$505  million,  a  6%  decrease 
compared  with  earnings  of 
$533  million  for  the  third 
quarter  of  last  year.  Reve¬ 
nue  grew  less  than  1%  to 
$8.47  billion  from  $8.43  bil¬ 
lion  last  year. 

Long  distance  contribut¬ 
ed  most  to  the  slight  reve¬ 
nue  increase,  but  analysts 
said  it  is  apparent  that 


AT&T  continues  to  lose 
market  share  in  that  area 
to  competitors  MCI  and  US 
Sprint. 

George  Dellinger,  a  se¬ 
nior  analyst  with  Washing¬ 
ton  Analysis  Corp.  in 
Washington,  D.C.,  said, 
“AT&T’s  modest  quarterly 
earnings  came  mostly  from 
long  distance.  The  perfor¬ 
mance  from  the  rest  of  its 
operations  was  nothing  to 
write  home  about.” 

As  expected,  quarterly 
revenue  from  telephone 
rentals  plunged  again  as 
customers  continued  to 
purchase  their  own  equip¬ 
ment,  rather  than  renting. 
Rental  revenue  was  down 
34%  to  $899  million  this 
year  from  $1.2  billion  last 
year. 

Sluggish  sales  in  AT&T’s 
computer  division,  which 
was  reorganized  two  weeks 
ago,  has  also  dragged  down 
quarterly  revenue. 

While  AT&T  will  not  di¬ 
vulge  specifics  concerning 
that  operation,  AT&T 
spokeswoman  Adele  Dona¬ 
hue  said,  “We  are  ahead  of 
schedule  in  cutting  losses, 
making  that  division  prof- 
See  page  38 


What  changes  coax  to  twisted  pair  in  a  flash, and  leaps 
great  transmission  distances  in  a  single  baud — 


SUPERBALUN 


TM 


telephone 


FOR  IBM  317XAND  327X  ENVIRONMENTS 

Moving  your  data  faster  than  a  speeding 
locomotive,  the  new  Superbalun  is  the  most 
powerful  of  all  the 
coax  eliminators, 
greatly  outperforming 
the  average  balun  in 
transmission  distance — 
it  goes  almost  half  a  mile! 


Nevada  Western’s  USA 
manufacturing  makes  it 
virtually  indestructible!  We 
guarantee  Superbalun  will  be 
around  to  serve  you  (and  all  mankind) 
for  many  years  to  come. 


And,  when  matched 
with  Nevada  Western’s 
large  selection  of  Baiun 
Patch  Panels,  Baiun 
Breakout  Boxes,  and  the  entire 
population  of  Interconnection 
devices  in  the  Wire  Management 
System,  the  new  Superbalun  is  invincible! 


Always  Specify  the 

Voice  And  Data 


Name 


Western  Brand! 

HOMM 

Connection  Systems 


Call  us  at  (408)  737-1600  for 
information  on  the  new 
Superbalun  or  fill  out/affix 
business  card  here  and  mail. 


Title 


Company 
Address  _ 
City _ 


Phone 


State 


Zip. 


CORP.  HDQ:  930  W.  MAUDE  AVE.,  SUNNYVALE,  CA  94086  (408)  737-1600 

REG.  OFFICES:  SO  CA:  (818)  350-3040  TX:  (214)  869-1155  GA:  (404)  943-8672  NY/NJ:  (201)905-8200  IL:  (312)  321-9292 

ffi  1987  Nevada  Western.  Made  in  USA  Superbalun  is  a  TM  of  Nevada  Western  Supply,  Inc.  NW 


►  FCC  PROPOSAL 

Users  skeptical  of 
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AW  believes  you  shouldn’t  have  to  pay  for  multiple 
wiring  schemes  to  support  multiple  products  and  services. 

Which  is  why  we  offer  FDS.  A  total,  cost-effective, 
modular  wiring  plan  able  to  integrate  voice,  data  and 
image  devices.  A  comprehensive  plan  suitable  to  almost  any 
new  or  existing  building.  Whether  its  a  one-storv  office  or  a 
multi-tenant  complex. 

Using  universal  wall  jacks,  optical  fiber  and 
unshielded  twisted-pair  copper,  the  system  (and  its  sub¬ 
systems)  is  designed  to  support  an  unlimited  variety  of 
configurations.  Now  and  into  the  future. 

To  learn  more,  contact  vour  AW'  Account  Executive 
Or  call  1  800  247-1212. 

From  equipment  to  networking,  from  computers 
to  communications,  AW  is  the  right  choice. 

©1987  AW 


Were  building  our  system  into  the 
walls,  not  building  walls  into  our  system. 

We'd  wasted  enough  money  and  floor  space  in 
the  past,  messing  with  separate  voice  and  data 
schemes.  Reconfiguration  was  an  ongoing  night¬ 
mare.  Ever  try  to  cross-connect  using  Type  2  cable ? 
Believe  me.  Since  we  were  starting  from  the  ground 
up,  we  wanted  a  wiring  plan  that  was  once-and- 
for-all.  One  that  was  flexible,  designed  to  handle 
upgrades  and  changes.  And  one  that  wasn't  going  to 
come  back  and  hang  us  with  a  coaxial  noose.  We've 
got  enough  competitors  who'd  like  to  do  that. 
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The  right  choice. 


Another  in  a  series  of  CLEO  user  applications 


“Thanks  to  CLEO,  we  were  the 
first  company  accepted  by  the  IRS 
for  electronic  transfer 
of  tax  returns.” 


CLEO  has  been  providing  solutions  to 
remote  sites  communication  problems 
for  years.  Here  is  a  typical  example: 

..We  expect  reasonable 
vendor  service,  of  course.  But  in 
this  case,  we  were  under  a  rapidly 
approaching  IRS  deadline,  and  we 
needed  assistance  ‘yesterday’.  To 
make  matters  worse,  the  problem 
occurred  over  the  Christmas 
period.” 

“...With  two  CLEO  Syncmodem 
208  devices  and  CLEO  3780Plus 
software,  we  got  the  job  done. 

To  date,  we  have  processed  over 
4,100  returns  to  the  IRS.” 

“...The  performance  of  the  CLEO 
modems  and  software  has  been 
flawless.” 

“...I  can  honestly  say  that  we 
would  not  have  been  the  first 
company  accepted  by  the 
IRS  for  electronic  transfer 
of  tax  returns  had  it  not  been 
for  the  prompt,  patient  and 
knowledgeable  assistance 
of  CLEO. 

John  T.  Hewitt,  General  Manager 

Mel  Jackson,  Inc. 

Virginia  Beach,  VA 

Remote  Sites  Communication 

Whatever  your  industry,  your  remote 
computers  need  to  share  informa¬ 
tion  with  your  mainframe.  Or, 
they  need  to  exchange  data  with 
other  remotes.  In  either  case, 
you  need  a  total  solution  at  the 
remote  sites.  You  need  software,  hardware 
interfaces  and  modems  that  all  work 
together  smoothly.  You  need  CLEO! 


Supplemental  Income  Schedule 


SCKIOUlf  0 


ttoo> 


****** 


CLEO  software  products  allow  micro¬ 
computers  to  communicate  with  mini¬ 
computers  and  mainframes,  and  to  emulate 
their  workstations.  Since  1981,  CLEO  has 
provided  remote  communications  between 
micros  and  mainframes  for  the  automotive, 
insurance,  medical  and  banking  industries. 
Today  over  44 ,000  CLEO  users  worldwide 
are  running  on  all  major  brands  of  micro¬ 
processors.  The  greatest  number  of  these 
users  run  CLEO  software  on  IBM  Personal 
Computers  and  NETBIOS  LANs. 


Software/Hardware  Package 

Every  CLEO  package  contains  all  the 
software  and  hardware  accessories  needed 
at  the  remote  site.  Your  selected  CLEO,  SNA 
or  BSC  software  is  packaged  with  1)  an 
internal  modem  card  for  dial-up  appli¬ 
cations,  or  2)  an  interface  card  and  cable  for 
use  with  your  existing  modem.  There’s  no 
waiting  for  non-CLEO  add-ons.  And,  you 
get  prompt,  single-source  service.  Package 
prices  range  from  $  99 5  •  00  for  most  stand¬ 
alone  packages,  up  to  $  2 ,995  •  00  for  the 
3  2 -user  SNA  gateway. 

Call  us  today  to  discuss  your  application. 

CLEO  Software 

1639  North  Alpine  Rd. 

Rockford,  IL  61107 
Telex  703639 

Headquarters: 

USA:  800/233-CLEO(2536) 

Illinois:  800/422-CLEO  (2336) 
International:  815/397-8110 

Sales  and  Distribution: 

Eastern  U.S.A.:800/433-CLEO(2536) 

InMichigan:  313/540-4600 
Western  U.S.A.:  800/553-CLEO  (2536) 

In  California:  213/618-0813 
Mexico  City:  203-0444 
Canada,  East:  800/361-3185 
Canada,  West:  800/361-1210 
Canada,  Montreal:  514/737-3631 


CLEO 


CLEOand  3780Plus  arc  registered  trademarks  of  CLEO  Software 
IBM  isa  registered  trademark  of  International  Business 
MachinesCorporation. 
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DCA  reports  record  earnings 

Digital  Communications  Associates,  Inc.  (DCA)  reported  record  earnings  of  $8.9  million 
for  its  first  fiscal  quarter  ended  Sept.  30,  up  from  $4.1  million  from  the  similar  quarter  a 
year  ago.  Revenue  grew  27%  over  last  year’s  third  quarter  to  $50.2  million.  A  DCA  spokes¬ 
man  said  the  strong  performance  of  DCA’s  new  personal  computer  communications  prod¬ 
ucts  and  the  continued  success  of  its  networking  equipment  were  key  factors  in  achieving 
the  record  earnings.  The  company  expects  to  begin  initial  shipments  of  its  Maclrma  prod¬ 
uct  later  this  month.  Maclrma  enables  Apple  Macintosh  II  and  Macintosh  SE  personal  com¬ 
puters  to  communicate  directly  with  IBM  mainframe  computers. 


►  COMMUNICATIONS  CONGLOMERATE 

French  giant  Alcatel 
enters  U.S.  picture 


The  Alcatel  invasion  of  America 

Alcatel  Business  Systems,  Inc. 

—  expected  1987  sales  of  $500  million 

—  employs  4,800  people 

Divisions: 

PABX  Systems 

Corp. 

Markets  private  branch  exchanges  and  key 
systems  through  interconnects.  Formerly  ITT 

Business  Communications  Corp.  and  Thomson  CSF. 

Cortelco 

Markets  telephones  and  key  systems 
apparatus  through  telephone  companies,  interconnects, 
long-distance  carriers  and  retail  markets.  Formerly 
the  apparatus  division  of  ITT  Telecommunications. 

Courier  Information 
Systems 

Markets  IBM-compatible  display  systems  and 
local  networks 

Friden  Alcatel 

Markets  mailing  and  shipping  systems 

Qume  Corp. 

Markets  computer  peripherals 

Servcom 

Computer  and  communications  equipment  maintenance 

Xtra  Business 
Systems 

Computer  manufacturer 

SOURCE:  ALCATEL  BUSINESS  SYSTEMS.  INC..  SAN  JOSE.  CALIF. 

BY  PAM  POWERS 

Senior  Editor 


SAN  JOSE,  Calif.  —  It 
has  been  six  months  since 
Alcatel  N.V.  entered  the 
U.S.  market  proclaiming  it¬ 
self  a  $13  billion  worldwide 
communications  company 
second  only  to  AT&T,  but 
the  question  sprawled 
across  its  ads  still  demands 
an  answer:  What’s  an  Alca¬ 
tel? 

The  company,  headquar¬ 
tered  in  Brussels,  was 
formed  in  January  1987 
with  the  merger  of  ITT 
Corp.’s  telecommunications 


equipment  operations  and 
the  French  Compagnie  Gen¬ 
erate  d’Electricite  (CGE),  a 
20-year-old  telecommunica¬ 
tions  conglomerate.  Al¬ 
though  it  wields  size  and 
an  impressive  budget,  it 
faces  formidable  competi¬ 
tion  in  its  efforts  to  carve 
out  a  dominant  share  of  the 
domestic  communications 
market. 

The  company  will  spend 
well  over  $2.5  million  this 
year  on  advertising  and 
trade  shows  in  an  attempt 
to  familiarize  Americans 
with  the  company  name, 
which  stems  from  a  100- 


year-old  firm  originally 
known  as  Alsatian  Cable 
and  Telegraph. 

Honing  U.S.  profile 

Defining  Alcatel’s  opera¬ 
tions  and  strategy  to  U.S. 
customers  is,  in  fact,  a 
chief  priority  for  the  presi¬ 
dent  of  Alcatel  Business 
Systems,  Inc.,  Tracy  Ather¬ 
ton.  “My  job  is  to  get  peo¬ 
ple  here  in  the  U.S.  to  un¬ 
derstand  who  we  are. 
America’s  perception  of  Al¬ 
catel  is,  ‘What  is  it?’  I  have 
to  get  them  to  understand 
that  Alcatel  is  just  a  new 
name  for  companies  users 


have  been  dealing  with  for 
years,”  Atherton  said.  Un¬ 
til  very  recently,  achieving 
name  recognition  for  Alca¬ 
tel  has  taken  precedence 
over  forming  a  business 
strategy  for  U.S.  opera¬ 
tions,  Atherton  said. 

Analysts  said  that  while 


more  than  64%  of  Alcatel’s 
annual  sales  will  be  con¬ 
tributed  by  communica¬ 
tions  equipment,  46%  of 
that  amount  comes  from 
central  office  switches  and 
other  transmission  equip¬ 
ment  sold  to  carriers.  Cur- 
See  page  12 
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Proceed  with  caution 
if  market  recedes 


►  RBHC  REVENUES 

RBHCs  report  modest 
3Q  earnings  growth 


Last  week’s  stock  market 
nosedive  will  certainly 
spawn  a  plethora  of  gloomy 
economic  predictions,  as  many 
wrong  as  right.  But  such  an 
unexpected  plunge  is  certain,  at 
the  very  least,  to  create  some 
instability  in  the  market  and 
could  have  far-reaching  effects 
on  both  fledgling  and  estab¬ 
lished  communications  vendors. 

History  suggests  that  a  stock 
market  plummet  is  an  indicator 
of  an  approaching  recession  — 
every  recession  since  World 
War  II  has  been  preceded  by  a 
sustained  decline  in  the  Dow 
Jones  Index.  Be  that  as  it  may, 
a  faltering  stock  market  creates 
skittishness  in  the  business 
world,  as  people  lose  faith  in 
their  own  investments  and  in 
other  companies  struggling 
against  the  downturn. 

Caution  then  becomes  the 
watchword.  Communications 
buyers  will  become  even  less 
likely  than  normal  to  risk  buy¬ 
ing  from  small,  unestablished 
companies  that  might  not  be 
able  to  weather  the  storm. 

Small  start-ups  that  hoped  to 
fund  their  own  expansion  by 
going  public  will  sit  tight,  be¬ 
cause  a  depressed  stock  market 
is  unlikely  to  support  the  per- 


share  price  their  company’s 
stock  would  otherwise  deserve. 

At  the  same  time,  larger 
public  companies  may  be 
forced  to  tighten  purse  strings, 
knowing  they  can’t  dip  into  the 
shareowner  well  for  additional 
research  and  development  or 
other  funds. 

With  the  combined  influence 
of  rising  interest  rates,  a  de¬ 
pressed  stock  market  and  the 
recent  trend  toward  severe  con¬ 
sumer  indebtedness,  people  will 
start  saving  money.  For  the 
communications  buyer,  that 
means  curbed  budgets,  which, 
in  turn,  will  depress  vendor 
revenues. 

While  most  vendor  sales  will 
suffer  under  that  scenario, 
equipment  such  as  low-end  and 
mid-range  statistical  multiplex¬ 
ers  may  actually  experience  a 
resurgence  in  popularity  as  us¬ 
ers  attempt  to  save  money 
with  less  sophisticated,  and 
less  expensive,  technology. 

Increased  interest  rates  may 
also  take  some  wind  from  the 
sails  of  the  acquisition  craze. 
When  the  cost  of  borrowing 
money  to  finance  purchases  of 
other  companies  becomes  too 
dear,  vendors  will  hold  off  and 
wait  for  better  times. □ 


BY  PAM  POWERS 

Senior  Editor 


The  seven  regional  Bell  holding 
companies  reported  modest  in¬ 
creases  in  earnings  for  their  third 
fiscal  quarters,  citing  growth  in 
calling  volumes  and  improved  re¬ 
sults  from  unregulated  operations. 

Analysts  said  the  RBHCs  remain 
strong,  despite  pressures  from  as- 
yet-unprofitable  nonregulated  op¬ 
erations,  lower  rates  of  return  on 
regulated  services  and  the  costs  as¬ 
sociated  with  the  early  retirement 
plans  several  companies  put  into 
effect  recently. 

Only  US  West,  Inc.  posted  a  de¬ 
cline  in  revenue,  which  a  spokes¬ 
man  attributed  to  lower  rates  of  re¬ 
turn  from  regulated  operations. 
The  Federal  Communications  Com¬ 
mission  last  year  lowered  the 
RBHCs’  allowable  rate  of  return 
from  12.75%  to  12%.  This  year,  US 
West  instituted  its  third  early  re¬ 
tirement  plan  since  divestiture,  re¬ 
ducing  staff  size  to  57,600,  down 
from  59,600  a  year  ago.  Unregulat¬ 
ed  operations  contributed  $9.6  mil¬ 
lion  to  profit  for  the  quarter  and 
will  be  “in  the  black”  for  the  year, 
the  spokesman  said. 

Ameritech  attributed  a  slight  in¬ 
crease  in  earnings  to  a  2%  growth 
in  subscriber  lines  and  “improved 
results  from  the  Ameritech  Enter¬ 
prise  Group,”  the  RBHC’s  unregu- 

See  page  1 2 


The  following  are  all  fiscal 
third-quarter  figures. 

Ameritech 

1987  revenue,  $2.42  billion; 
earnings,  $301.1  million. 

1986  revenue,  $2.35  billion; 
earnings,  $291.8  million. 

Bell  Atlantic  Corp. 

1987  revenue,  $2.59  billion; 
earnings  $321.8  million. 

1986  revenue,  $2.49  billion; 
earnings  $297.9  million. 

BellSouth  Corp. 

1987  revenue,  $3.12  billion; 
earnings,  $418.6  million. 

1986  revenue,  $2.89  billion; 
earnings,  $399.2  million. 

Nynex  Corp. 

1987  revenue,  $3.08  billion; 
earnings,  $332.1  million. 

1986  revenue,  $2.87  billion; 
earnings,  $314.3  million. 

Pacific  Telesis  Group 

1987  revenue,  $2.33  billion; 
earnings,  $310.3  million. 

1986  revenue,  $2.31  billion; 
earnings,  $285.1  million. 

Southwestern  Bell  Corp. 

1987  revenue,  $2.09  billion; 
earnings,  $314.1  million. 

1986  revenue,  $1.96  billion; 
earnings,  $275.8  million. 

US  West,  Inc. 

1987  revenue,  $2.13  billion; 
earnings,  $277.5  million. 

1986  revenue,  $2.14  billion; 
earnings,  $268.3  million. 
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Mass,  rate  row  flares 

Dukakis  office  causes  stir  with  filing. 


►  N.E.  TEL  INVESTIGATION 


BY  MARY  LINEHAN 

Staff  Writer 


BOSTON  —  Action  continued  in 
a  controversial  telephone  service 
rate  case  here  recently  when  Gov. 
Michael  Dukakis’  administration 
withdrew  a  brief  filed  with  the  De¬ 
partment  of  Public  Utilities  (DPU) 
that  Attorney  General  James  Shan¬ 
non  claimed  advocates  raising  resi¬ 
dential  telephone  rates. 

The  DPU  began  investigating 
New  England  Telephone  &  Tele¬ 
graph  Co.’s  rates  in  October  1985 
as  a  result  of  the  AT&T  divesti¬ 
ture.  Shannon  said  the  company  is 
making  sufficient  revenues  to  re¬ 
duce  rates  and  that  it  is  trying  to 
use  residential  customers  to  subsi¬ 
dize  a  network  overhaul.  New  En¬ 
gland  Telephone  disagrees. 

Dukakis’  Secretary  of  Economic 
Affairs  Joseph  Alviani  submitted  a 
brief  to  the  DPU  on  Oct.  9  that 
stressed  the  importance  of  the  tele¬ 
communications  system  to  the 
state’s  economy.  After  Shannon 
warned  he  would  publicly  battle 
Dukakis  over  the  issue,  Alviani  in¬ 
formed  the  DPU  on  Oct.  15  that  his 


office  was  withdrawing  the  brief. 

“The  brief  had  nothing  to  do 
with  the  pros  and  cons  of  the  rate¬ 
setting  case,”  said  Richard  Guregh- 
ian,  director  of  communications  for 
Alviani.  “It  had  to  do  with  our 
feelings  about  the  telecommunica¬ 
tions  industry,  the  need  for  invest¬ 
ment  in  that  industry  and  its  im¬ 
portance  to  the  continued  strength 
of  the  state’s  economy.” 

Gureghian  said  the  brief  did  not 
advocate  a  rate  increase.  “We  were 
asked  by  the  attorney  general’s  of¬ 
fice  to  withdraw  the  brief,  and  we 
acquiesced,”  Gureghian  said. 

But,  according  to  a  spokeswom¬ 
an  for  Shannon’s  office,  the  brief 
echoed  New  England  Telephone’s 
private  interests. 

“The  brief  sounded  very  famil¬ 
iar,  and  the  ring  we  heard  was  the 
party  line  put  forward  by  Ma 
Bell,”  said  Mary  Breslauer,  a 
spokeswoman  for  Shannon’s  of¬ 
fice.  “We  never  asked  Alviani’s  of¬ 
fice  to  withdraw,  but  we  made  it 
clear  that  we’d  go  to  the  mat  with 
them  publicly  if  it  remained  part  of 
the  active  file  before  the  DPU.” 

Shannon  told  the  DPU  that  New 


England  Telephone  is  passing  the 
costs  of  overhauling  the  state’s 
telecommunications  system  to  resi¬ 
dential  customers,  despite  the  fact 
that  such  renovation  will  largely 
benefit  the  business  community. 

“We  are  asking  for  a  $150  mil¬ 
lion  rollback  in  rates  for  residen¬ 
tial  customers.  We  argue  that  New 
England  Telephone’s  profits  are 
way  up,  costs  are  way  down  and 
they  have  more  than  enough  mon¬ 
ey  to  make  the  investments  they 
need  and  still  give  basic  customers 
a  break,”  Breslauer  said. 

The  New  England  Telephone 
overhaul  includes  installation  of 
new  digital  switching  and  fiber-op¬ 
tic  facilities.  The  attorney  gener¬ 
al’s  office  has  claimed  the  compa¬ 
ny  is  seeking  to  raise  $120  million 
in  residential  rates  to  subsidize  the 
improvements,  a  charge  the  com¬ 
pany  denies. 

“At  no  point  have  we  requested 
that  rates  be  increased.  In  fact, 
Massachusetts  customers  pay  a  ba¬ 
sic  rate  that  is  40%  lower  than  the 
national  average,”  said  Mark  Mar- 
chand,  a  spokesman  for  New  En¬ 
gland  Telephone. 

Marchand  said  the  company  not¬ 
ed  a  $120  million  shortfall  in  reve¬ 
nue  requirements  in  a  brief  filed 
with  the  DPU.  “We  were  not  ask¬ 
ing  for  an  increase  of  that  amount, 
but  merely  providing  information 
the  DPU  requested,”  he  said.L? 


RBHCs  report  3Q 
earnings  growth 

continued  from  page  1 1 
lated  operations.  The  company  de¬ 
clined  to  state  whether  those  oper¬ 
ations  are  profitable. 

BellSouth  Corp.’s  nonregulated 
operations  grew  23%,  contributing 
to  an  overall  8%  increase  in  reve¬ 
nue  for  the  third  quarter,  as  com¬ 
pared  with  the  similar  quarter  in 
1986.  The  company  said  an  early 
retirement  plan  now  in  effect  will 
help  lower  operating  costs  in  com¬ 
ing  quarters. 

Pacific  Telesis  Group  also  cited 
increased  calling  volumes  as  a  fac¬ 
tor  in  revenue  growth.  The  compa¬ 
ny’s  total  quarterly  revenue  grew 
less  than  1%,  as  compared  with 
last  year’s  third  quarter,  while 
sales  from  unregulated  operations 
grew  10%.  The  company  said,  how¬ 
ever,  that  unregulated  operations 
are  not  yet  profitable. 

William  Burnett,  vice-president 
of  research  with  Hartford,  Conn.- 
based  investment  concern  Advest 
Group,  said,  “The  8%  average 
earnings  growth  we’ve  seen  this 
quarter  is  reasonable  for  the 
RBHCs,  and,  in  the  next  two  years, 
I  think  you’ll  see  some  good  income 
coming  from  their  unregulated  op¬ 
erations.  Those  businesses  take 
time  to  get  going,  but  after  they 
gestate,  they’ll  be  successful.”  □ 


Alcatel  enters 
U.S.  picture 

continued  from  page  1 1 
rently,  it  is  estimated  that  business 
communications  and  office  auto¬ 
mation  equipment  together  con¬ 
tribute  about  20%  of  total  annual 
revenue.  Alcatel  officials  declined 
to  provide  a  revenue  split. 

Alcatel’s  operations  in  North 
America  consist  of  two  divisions, 
Alcatel  N.A.  and  Alcatel  Business 
Systems.  Alcatel  N.A.,  which  is 
projected  to  post  1987  sales  of 
$350  million,  is  headquartered  in 
Claremont,  N.J.,  and  markets  ca¬ 
ble,  microwave  antennas  and  other 
transmission  equipment  to  local 
and  long-distance  carriers  and  util¬ 
ities. 

Alcatel  Business  Systems  com¬ 
prises  four  subsidiaries  organized 
by  product  line.  One,  Alcatel  Infor¬ 
mation  Systems,  Inc.,  sells  comput¬ 
ers,  peripherals  and  other  vendors’ 
local  network  equipment  to  end  us¬ 
ers.  The  second,  Qume  Corp.,  mar¬ 
kets  printers  and  other  peripher¬ 
als. 

The  other  two  subsidiaries  — 
Alcatel  PABX  Systems  Corp.  and 
Corinth  Telecommunications 

Corp.,  or  Cortelco  —  sell  communi¬ 
cations  equipment  to  end  users 
through  direct  sales  and  distribu¬ 
tors. 

Cortelco  claims  to  be  the  second 
largest  domestic  manufacturer  of 
telephones  marketed  through  re¬ 
tail  channels,  while  Alcatel  PABX 
Systems  represents  Alcatel’s  larg¬ 
est  presence  in  the  end-user  mar¬ 
ket  here  today. 

Alcatel  PABX  Systems  Corp. 

As  one  of  the  four  Business  Sys¬ 
tems  subsidiaries,  PABX  Systems 


Corp.  is  made  up  of  the  former  ITT 
Business  Communications  Corp. 
and  CGE’s  Thomson  CSF  Communi¬ 
cations,  Inc.’s  private  branch  ex¬ 
change  and  key  systems  opera¬ 
tions.  PABX  Systems  sells  ITT’s 
System  3100  PBX  and  the  CGE  line 
of  OPUS  key  systems,  giving  the 
company  a  product  line  that  ranges 
from  a  10-line  key  system  to  a  576- 
port  voice  and  data  PBX. 

Atherton  said  PABX  Systems  in¬ 
tends  to  be  a  major  player  in  the 
domestic  PBX  market  and  that,  de¬ 
spite  early  problems  with  the  3100 
switch,  that  product  is  now  selling 
very  well.  Projected  1987  domestic 
sales  for  the  company  are  $40  mil¬ 
lion. 

Combining  the  PBX  operations 
of  CGE  and  ITT  has  created  a  com¬ 
pany  with  the  potential  for  tre¬ 
mendous  sales  volume,  Atherton 
said,  and  that  will  allow  Alcatel  to 
fund  a  research  and  development 
program  of  more  than  $150  mil¬ 
lion.  The  company  needs  to  ear¬ 
mark  that  much  money  for  R&D  of 
the  products  necessary  to  compete 
successfully  in  the  domestic  PBX 
market,  Atherton  explained. 

Critical  moves 

Two  critical  moves  made  to  en¬ 
sure  the  PBX  division’s  success, 
Atherton  said,  were  a  major  con¬ 
solidation  of  ITT  operations  and  a 
complete  change  in  distribution 
channels.  Operations  scattered 
throughout  the  U.S.  have  been  con¬ 
solidated  into  one  central  location 
in  Alexandria,  Va.  By  year’s  end, 
Atherton  said,  the  PBX  division 
will  employ  about  300  to  400  peo¬ 
ple. 

Atherton  said  the  ITT  direct 
sales  force  in  place  at  the  time  of 
the  merger  was  “not  effective  at 


selling  smaller  switches.  They  cost 
a  tremendous  amount  in  overhead, 
and  the  sales  volumes  were  inade¬ 
quate  to  support  those  costs,  so  we 
decided  to  go  with  completely  indi¬ 
rect  channels.” 

PABX  Systems  now  sells  entire¬ 
ly  through  authorized  distributors, 
some  of  whom  are  former  Alcatel 
salespeople  set  up  as  distributors, 
a  strategic  shift  Atherton  called 
“quite  successful.” 

Additionally,  PABX  Systems  has 
gradually  moved  all  its  manufac¬ 
turing  operations  to  the  U.S.,  a 
move  that  runs  counter  to  the  pre¬ 
vailing  trend  of  domestic  compa¬ 
nies  moving  manufacturing  opera¬ 
tions  abroad. 

“People  believe  in  buying  U.S.- 
made  products,”  Atherton  said. 
“We  put  a  sticker  on  all  our  prod¬ 
ucts  that  says,  ‘Manufactured  with 
pride  in  the  U.S.’  ”  Virtually  all  Al¬ 
catel  products  that  are  marketed 
here  are  also  manufactured  here, 
Atherton  said. 

The  piece  in  the  puzzle 

Precisely  what  other  major  roles 
Alcatel  will  play  in  the  domestic 
communications  market  has  yet  to 
be  determined.  Atherton  said  that, 
until  very  recently,  Alcatel’s  exec¬ 
utives  have  been  busy  building  a 
base  in  the  U.S.  while  leaving  ques¬ 
tions  of  strategic  direction  until 
later. 

“The  concept  always  has  been  to 
bring  our  voice  and  data  product 
lines  together.  We  define  our  core 
business  as  voice  and  data 
networking  products,  but  just  how 
we  will  bring  operations  together 
has  not  yet  been  nailed  down.” 
Atherton  said  the  company  will 
move  increasingly  toward  supply¬ 
ing  a  systems  integration  function 


for  the  user.  “We  expect  to  have  a 
broad  enough  product  line  to  be 
able  to  sell  solutions,  not  just  box¬ 
es,”  Atherton  said. 

That  could  be  achieved  through 
strategic  partnerships  with  other 
vendors  or  through  internal  ef¬ 
forts,  he  said. 

Fritz  Ringling,  a  principal  with 
Booz  Allen  Hamilton  and  Co.  in 
Washington,  D.C.,  said  Alcatel’s 
biggest  oppportunity  lies  in  acting 
as  a  systems  integrator,  where  the 
company  can  leverage  ITT’s  in¬ 
stalled  base  of  PBX  customers  to 
sell  both  communications  and  com¬ 
puter  equipment.  He  went  on  to 
say  that  Alcatel  someday  may 
have  to  consolidate  operations  and 
focus  on  fewer  markets. 

Atherton  said  he  thinks  the  op¬ 
posite.  “We  have  twice  the 
strength  that  ITT  did.  We  are  a  $13 
billion  company  in  communications 
only  —  we  don’t  divide  our  atten¬ 
tion  among  different  markets  like 
hotels  and  automotive.  We  have  a 
substantial  amount  of  concentra¬ 
tion  and  resources  committed  to 
this  business.” 

Nevertheless,  analysts  agreed 
that  Alcatel’s  strongest  presence  is 
still  in  Europe  through  former  CGE 
operations.  Ringling  said  Alcatel’s 
muscle  will  primarily  be  confined 
to  international  markets. 

Elizabeth  Angus,  vice-president 
with  the  Angus  TeleManagement 
Group,  Inc.,  a  consulting  firm  in 
Toronto,  echoed  that  opinion.  “It  is 
very  difficult  for  companies;  even 
those  that  are  very  strong  interna¬ 
tionally,  to  penetrate  the  U.S.  mar¬ 
ket,”-  she  said.  “Ericsson  and  Sie¬ 
mens  |AG]  have  found  that,  and 
they  both  have  strong  engineering 
and  installed  bases  overseas.  Mak¬ 
ing  it  here  is  different.”  □ 
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PacBell  files  for  call-blocking  service 

Pacific  Bell  has  asked  the  California  Public  Utilities  Commission  for  permission  to  offer  a 
service  that  would  enable  customers  to  block  calls  to  dial-up  976  information  services  within 
California,  including  those  that  offer  sexually  explicit  messages.  Parents  who  would  like  to 
control  their  children’s  access  to  such  services  may  find  the  blocking  service  useful.  If  ap¬ 
proved,  the  feature  will  be  available  by  year’s  end  for  a  one-time  $5  fee. 


Who  maintains  your  current  PBX? 
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Other 
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►  SMITH  KLINE  &  FRENCH  LABORATORIES 


Innovative  Rolm  pact 
to  ease  switch  shift 


BY  BOB  WALLACE 

Senior  Editor 


PHILADELPHIA  —  Smith 
Kline  &  French  Laboratories, 
which  signed  an  estimated  $20 
million  private  branch  ex¬ 
change  contract  with  Rolm 
Corp.  in  July  1986,  hopes  an 
innovative  stipulation  in  the 
contract,  and  help  from  Rolm 
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AT&T’s  melting  pot 


The  recent  announcement  of 
AT&T’s  intention  to  merge  its 
two  largest  digital  private  branch 
exchanges,  the  System  75  and  the 
System  85,  helps  explain  why  the 
planned  System  75  Users  Group 
will  be  formed  during  the  upcoming 
combined  meeting  of  the  System  85 
and  Electronic  Tandem  Network 
(ETN)  users  groups. 

Earlier  this  month,  AT&T  con¬ 
firmed  it  has  a  long-term  commit¬ 
ment  to  merge  the  two  switch 
lines,  thereby  enabling  the  smaller 
System  75  to  be  used  as  a  switch 
module  within  the  System  85.  This 
is  intended  to  protect  customers’ 
switch  investments  and  to  provide 
migration  alternatives. 

In  retrospect,  that  move  ap¬ 
peared  likely  when  the  company 
said  in  September  that  it  had  invit¬ 
ed  200  System  75  customers  to  at¬ 
tend  the  System  85  Users  Group 
and  ETN  Users  Group  summit 
scheduled  for  early  November  in 
St.  Louis. 

Although  many  System  75  cus¬ 
tomers  welcomed  the  opportunity 
to  gather  with  other  users  of  that 
switch,  they  probably  didn’t  realize 
the  meeting  would  serve  to  unite 
them  with  System  85  users  in  prep¬ 
aration  for  the  integration  of  the 
two  switches. 

AT&T  said  it  will  continue  to 
support  both  PBXs,  but  it  is  un¬ 
clear  at  this  point  how  long  the 
company  will  maintain  separate 
groups  for  the  two  switches.  The 
System  75  Users  Group  will  initial¬ 
ly  be  a  separate  entity,  but  it  will 
meet  at  the  same  time  and  place  as 
the  System  85  Users  Group. 

That’s  good  and  bad. 

Considering  the  plans  to  merge 
the  switch  lines,  members  of  each 


group  will  need  to  bone  up  on  the 
particulars  of  the  other  switch.  But 
lumping  the  System  85/ETN  masses 
in  with  the  System  75  group  may 
drown  out  the  voice  of  the  fledg¬ 
ling  group. 

Users  of  Rolm  Corp.  PBXs  are 
mulling  similar  issues.  They  fear 
the  assimilation  of  Rolm  by  IBM  — 
completed  with  the  IBM  release  of 
a  switch  line  that  supersedes 
Rolm’s  big  switches  —  lessens  the 
need  for  the  National  Rolm  Users 
Group. 

For  AT&T,  the  advantages  of 
bringing  together  different  users 
groups  for  a  single  caucus  seem  to 
outweigh  the  disadvantages  by  far. 
A  multigroup  gathering  would  re¬ 
quire  less  financial  and  human  re¬ 
sources  support  while  enhancing 
the  company’s  ability  to  focus  its 
marketing  efforts  on  the  users. 

Users,  on  the  other  hand,  appear 
to  have  much  more  at  stake.  The 
potentially  huge  size  of  the  St.  Lou¬ 
is  event  may  serve  to  limit  user 
participation  in  numerous  educa¬ 
tion  sessions.  Many  users  say  they 
are  more  inclined  to  stand  up  and 
swap  success  and  failure  stories  in 
smaller  rather  than  larger  meet¬ 
ings. 

The  collocation  of  the  two  large 
AT&T  PBX  users  groups  will  pro¬ 
vide  some  benefits  for  members  of 
both  organizations.  These  users  can 
save  time  and  money  by  attending 
one  meeting  instead  of  two  or 
three. 

The  effect  of  the  size  of  the  up¬ 
coming  gathering  has  yet  to  be  de¬ 
termined.  After  the  St.  Louis  meet, 
System  85  Users  Group  members 
will  vote  on  whether  to  continue 
collocating  their  conference  with 
the  ETN  Users  Group  conference. □ 


and  IBM,  will  provide  the  com¬ 
pany  with  a  smooth  transition 
from  several  large  CBXs  to 
several  of  IBM’s  new  9751 
PBXs. 

IBM  christened  its  first 
PBX,  the  IBM  9751  CBX,  on 
Oct.  6.  The  IBM  switch,  devel¬ 
oped  by  Rolm,  uses  the  same 
processor  as  Rolm’s  largest 
PBX,  the  CBX  9000  AE,  but  is 
not  compatible  with  it.  In  an 
effort  to  cushion  the  blow  to 
users  that  would  like  to  up¬ 
grade  to  the  new  IBM  switch, 
IBM  recently  said  users  that 
had  purchased  CBX  IIs  after 
Dec.  31,  1986  would  receive  a 
20%  credit  toward  the  pur¬ 
chase  of  an  IBM  9751  CBX  in¬ 
stalled  before  1990  (“IBM  sets 
new  PBX  course,”  AW,  Oct. 
12). 

Bill  Cator,  corporate  tele¬ 
communications  department 
director  for  the  pharmaceuti¬ 
cals  behemoth,  said  the  compa¬ 
ny  included  a  clause  in  its  con¬ 
tract  with  Rolm  that  requires 
it  to  provide  what  he  termed 
“a  satisfactory  migration  path 
to  a  new  switch  if  the  switch 
technology  changes  dramati¬ 
cally  or  if  the  applications  ca¬ 
pabilities  of  the  PBX  change 
dramatically.”  Smith  Kline 
also  stipulated  in  the  contract 
that  Rolm  must  inform  the 


company  of  planned  PBX  tech¬ 
nology  changes  as  far  in  ad¬ 
vance  as  possible,  Cator  added. 

Smith  Kline,  one  of  Rolm’s 
largest  accounts,  is  already 
working  with  its  IBM  Enter¬ 
prise  Marketing  Program  team, 
which  includes  Rolm,  to  create 
a  palatable  upgrade  plan.  Ca¬ 
tor  said  the  company  is  consid¬ 
ering  replacing  the  majority  of 
its  large  CBXs  with  the  new 
IBM  9751s.  This  effort  would 
also  likely  include  the  installa¬ 
tion  of  a  9751  at  its  corporate 
headquarters,  where  original 
plans  had  called  for  the  cut¬ 
over  of  an  800-line  CBX. 

Cator,  who  applauded  the 
recent  introduction  of  the  IBM 
switch,  said  discussions  with 
Rolm  had  progressed  well. 
“Based  on  Rolm’s  track  record 
and  our  relationship  with  IBM, 
we  feel  we  will  come  up  with  a 
successful  migration  path  to 
the  new  technology,”  he  said. 
“Rolm  has  one  of  the  most  ex¬ 
emplary  track  records  of  sup¬ 
porting  customers  during  a 
technology  change,  and  that  is 
what  we  are  in  the  midst  of 
now.” 

Cator  said  neither  Smith 
Kline  nor  Rolm  had  called  in 
members  of  their  legal  staffs 
to  help  reach  an  agreement  on 
the  PBX  replacement  issue. □ 


VIRTUAL  PRIVATE  NETWORKS 


Sprint  cuts  rates  for 
VPN  use,  features 


KANSAS  CITY,  Mo.  —  US 
Sprint  Communications  Co.  re¬ 
cently  reduced  rates  for  its 
Virtual  Private  Network 
(VPN)  service  and  waived  fees 
for  certain  VPN  features. 

The  long-distance  carrier 
sliced  VPN  rates  an  average  of 
3%  and  eliminated  installation 
fees  for  new  locations  and  for 
VPN  features  such  as  authori¬ 
zation  codes,  private  network 
interfaces,  route  advance  and 
speed  codes. 

Daytime  and  evening  usage 
charges  for  all  calls  between 
VPN  net  locations  were  cut 
1%.  Night  and  weekend  usage 
charges  were  reduced  an  aver¬ 
age  of  .13%  per  mileage  band. 


Daytime  and  evening  usage 
rates  for  calls  from  on-net¬ 
work  to  off-net  sites  were  re¬ 
duced  an  average  of  3%.  Night¬ 
time  and  weekend  usage  rates 
dropped  an  average  of  .15% 
per  mileage  band.  Calls  placed 
from  off-network  locations  to 
on-network  locations  were  re¬ 
duced  .15%  per  mileage  band. 

Current  VPN  users  will  no 
longer  have  to  pay  $200  per 
site  to  add  locations  to  their 
virtual  voice  nets.  Also  elimi¬ 
nated  was  the  per-location  fee 
for  the  route  advance  feature, 
which  enables  VPN  calls  to  be 
completed  over  the  AT&T 
long-distance  net  during  US 
Sprint  network  congestion. □ 


If  Your  Modem 
Isn't  Microcom, 
You'll  End  Up 
Talking  To  Yourself 
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Microcom  and  the  Others . 
The  Difference  is 
Day  and  Night 


Other  high-speed  modems  leave  you  alone  in  the 
dark.  They  only  speak  with  themselves,  using  pro¬ 
prietary  protocols.  When  you  need  to  communicate 
with  others,  it's  not  the  place  to  be. 

Our  Protocol  Modems™  use  Microcom  Networking 
Protocol  (MNP)™,  the  industry  standard  for  error- 
free  communications.  In  fact,  we  invented  it.  MNP 
is  supported  by  scores  of  other  manufacturers  and 
value-added  networks.  In  a  world  of  noisy  tele¬ 
phone  lines,  you  can  transmit  batch  and  other 
large  files  with  lightning  speed  and  critical  accuracy. 
Even  to  other  modems,  and  even  over  networks 
like  GTE®  Telenet/UNINET®  (now  U.S.  Sprint), 
GEISCO®,  CSC  INFONET®  and  the  IBM®  Information 
Network. 

Microcom  puts  MNP  error-checking  and  protocol 
intelligence  in  the  modem  . . .  not  your  computer. 
Your  effective  throughput  is  increased 
as  much  as  200%,  so  a  Microcom 
9600  bps  modem  transfers  data 
up  to  19,200  bps.  And  Microcom 
offers  a  full  range  of  compatible, 
upgradeable  products  from  1200 


Product  Feature 

Initial  Fail-Back  Speed 
Installed  base 

Number  of  stored  phone 
numbers 

Employs  industry  standard  MNP 
Number  of  compatible  MNP 
modem  vendors 
Supports  CCITT  V.29  FT 
modulation 

Password  Security  Option 

Upgradeable 
product  line 

Voice/Data  Switch 
Flardware  Settable 
Serial  Port  Speed 


Another 
Microcom  Major 
AX/9624 c  Vendor 


7200 

>150,000 


4800 

<1,000 


yes 

yes 

yes 


no 

no 

no 

no 

no 


MICROCOM 
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to  9600  bps,  as  well  as  central  site  network  control 
and  management  products.  AN  Microcom  modems 
support  common  standards,  including  the  Hayes  AT® 
command  set,  and  automatically  negotiate  the  high¬ 
est  mutually-supported  speed  with  other  modems. 

Don't  Talk  to  Yourself . . . 

Talk  to  Us. 

Don't  get  left  in  the  dark  with  closed  protocols. 
Come  into  the  light  of  Microcom.  Ask  for  your  full- 
color  brochure  on  the  complete  line  of  Microcom 
modems  and  network  products. 

800/822-8224 

1400  Providence  Highway 
Norwood,  MA  02062 
617-762-9310  Telex  710-336-7802 


Set  Your  Standards  High. 


MEROCOM" 


Hayes  AT  is  a  registered  trademark  of  Hayes  Microcomputer  Products,  Inc. 
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u  IBM  will  dominate  multivendor  network 
management  in  the  near  term,  but  the  Interna¬ 
tional  Standards  Organization’s  Open  Systems 
Interconnect  model  will  eventually  offer  users  a 
superior  degree  of  integration  for  multivendor 
systems. 

“IBM’s  Networking  Strategy,  1987” 

International  Data  Corp. 

Framingham,  Mass. 


►  AUTOMATIC  DATA  PROCESSING 

ADP  takes  on  debit 
card  processing  mart 

BY  JIM  BROWN  EFS  also  provides  network  links  between  40 


New  Products  Editor 


CLIFTON,  N.J.  —  Automatic  Data  Process¬ 
ing,  Inc.  (ADP)  is  muscling  in  on  the  debit  card 
transaction  processing  market  as  it  continues  to 
expand  its  stronghold  in  the  automated  teller 
machine  transaction  processing  arena. 

ADP,  a  billion  dollar  firm  offering  payroll 
processing  and  several  other  financial  informa¬ 
tion  processing  services,  formed  its  Electronic 
Financial  Services  (EFS)  division  seven  years 
ago  to  process  ATM  transactions  for  financial 
institutions.  It  has  since  become  one  of  ADP’s 
most  profitable  divisions  and  is  now  gearing  up 
to  offer  debit  card  transaction  processing  ser¬ 
vices.  Debit  cards  allow  merchants  to  debit  a 
customer’s  bank  account  at  the  checkout 
counter. 

In  its  core  business,  EFS  processes  ATM 
transactions  for  more  than  800  financial  insti¬ 
tutions.  As  part  of  that  business,  EFS  supports 
2,200  ATMs  owned  by  clients  nationwide,  up 
from  1,000  ATMs  in  1985. 


regional  ATM  nets,  enabling  cardholders  of  one 
ATM  network  to  use  their  cards  at  ATMs  owned 
by  other  institutions.  The  division  also  offers 
ATM  transaction  processing  services  for  insti¬ 
tutions  that  issue  cards  for  use  with  ATMs 
owned  by  other  firms. 

The  division’s  data  center  here  processes 
some  eight  million  ATM  transactions  per 
month.  According  to  Carroll  Harrold,  opera¬ 
tions  executive  for  the  division,  that  figure  is 
expected  to  increase  4%  to  5%  yearly  for  the 
next  few  years. 

EFS  also  expects  to  increase  its  transaction 
volume  by  processing  debit  card  transactions. 
EFS  already  processes  some  debit  transactions 
for  regional  ATM  networks  that  allow  custom¬ 
ers  to  use  ATM  cards  for  debit  applications,  but 
now  the  division  is  targeting  card  issuers  that 
want  on-line  verification  of  customer  account 
balances. 

EFS’  debit  card  processing  function  will  in¬ 
clude  authorization  services  and  links  to  other 

See  page  16 


THOMAS  W.  MCDONALD 

Managing  a  new  corporate  asset 


Users  currently  have  many  choices  in  de¬ 
termining  how  to  implement  a  compre¬ 
hensive  network  management  strategy.  Net¬ 
work  management  architectures  range  from 
simple  to  grandiose.  Vendors  such  as  IBM 
and  AT&T  claim  to  offer  total  solutions. 
Users  can  choose  to  develop  their  own 
strategies  and  combine  offerings  from  ven¬ 
dors  specializing  in  specific  pieces  of  the 
network  management  puzzle,  or  they  can 
wait  for  individual  vendors  to  announce  in¬ 
tegrated  solutions  based  on  emerging  Inter¬ 
national  Standards  Organization  (ISO)  stan¬ 
dards. 

Before  choosing  an  architecture,  manag¬ 
ers  should  look  at  which  activities  in  avail¬ 
able  architectures  are  relevant  and  which 
among  them  can  be  done  with  a  reasonable 
amount  of  resources. 

Before  choosing  an  architecture,  users 
must  define  network  management.  Net  man¬ 
agement  can  be  divided  into  four  basic  ac¬ 
tivities:  network  operations  management, 
problem  diagnosis  and  resolution,  perfor¬ 
mance  management  and  network  design  and 
planning. 

To  implement  a  network  management 
strategy,  it  is  important  to  assess  which 
data  sources  to  monitor,  what  level  of  de¬ 
tail,  how  much  data  to  collect  and  how 

McDonald  is  president  at  MGT  Technol¬ 
ogy  Group,  a  netioork  management  consult¬ 
ing  firm  in  Natick,  Mass. 


to  turn  this  data  into  meaningful  informa¬ 
tion. 

A  manager  at  a  financial  services  house 
recently  put  it  this  way:  “We’ve  overcome 
a  lot  of  the  initial  technical  problems  with 
installation  and  getting  the  collection  mech¬ 
anisms  in  place.  Now  I’ve  got  to  figure  out 
what  to  do  with  the  data.  Sure,  I  know 
what  to  do  about  information  on  a  thresh¬ 
old  alarm;  that’s  easy.  But  I  can  give  you 
reams  of  NetView  session  monitor  data. 
Making  it  usable  for  anything  other  than  a 
diagnostic  function  may  not  be  worthwhile. 
My  boss  isn’t  asking  for  this  information 
directly,  but  how  is  he  going  to  know  what 
to  ask  for  if  I  don’t  tell  him  what  kind  of 
information  I  can  make  out  of  all  this 
data?” 

Beyond  the  basics  of  keeping  the  day-to- 
day  operations  chugging  along,  is  the  work 
being  performed  worthwhile?  What  results 
is  management  looking  for? 

A  few  years  ago,  the  network  was 
viewed  as  a  single  utility  and  was  essen¬ 
tially  a  medium  onto  which  end  users 
dumped  information  to  be  delivered  to  oth¬ 
er  users.  The  network  manager  had  only  to 
keep  up  what  was  already  tested,  imple¬ 
mented  and  operating. 

Managers  involved  in  this  process  knew 
that  the  network  was  not  a  heterogeneous 
environment,  and  the  scarcity  of  manage¬ 
ment  tools  made  network  management  a 

See  page  20 


MICRO-TO-MAINFRAME  LINKS 

DCA  enhances 
Irma  products 

Hayes  modems  boosted. 

BY  PAUL  KORZENIOWSKI 

Senior  Editor 


REMOTE,  Ore.  —  Digital  Communications 
Associates,  Inc.  last  week  announced  Irma- 
remote  for  Hayes  AutoSync,  a  software  product 
that  enables  a  personal  computer  outfitted  with 
a  modem  from  Hayes  Microcomputer  Products, 
Inc.  to  emulate  an  IBM  3270-type  terminal. 

The  announcement,  made  in  the  Remote 
Store  here  to  play  off  of  the  town’s  name,  also 
included  the  introduction  of  the  Irmaremote 
X.25  Multidrop  Gateway,  which  enables  micro¬ 
computers  and  up  to  three  other  workstations 
to  emulate  IBM  terminal  products  and  commu¬ 
nicate  with  remote  hosts  via  X.25  transmission 
facilities. 

Irmaremote  for  Hayes  AutoSync,  which  en¬ 
ables  a  microcomputer  to  emulate  an  IBM 
3274/3276  terminal  controller  with  attached 
IBM  3278/3279  terminals,  incorporates  the 
Hayes  Synchronous  Driver  provided  to  DCA 
through  a  licensing  agreement. 

Combining  the  Hayes  Synchronous  Driver 
with  the  AutoSync  capabilities  of  Hayes’  mo¬ 
dems  allows  the  DCA  emulation  product  to  com¬ 
municate  synchronously  using  a  personal  com¬ 
puter’s  standard  asynchronous  communications 
port,  the  company  reported.  The  software  costs 
$325  and  will  be  available  in  January  1988. 

Hayes  is  battling  with  Racal-Vadic,  Inc.  to  es¬ 
tablish  a  standard  for  synchronous  microcom¬ 
puter  communications.  Racal-Vadic  has  wooed 
more  than  20  vendors  to  support  Synchronous 
Auto  Dial  Language,  its  standard  for  synchro¬ 
nous  communications. 

Irmaremote  X.25  combines  DCA’s  file-trans¬ 
fer  and  IBM  terminal-emulation  software  with 
hardware  obtained  through  an  OEM  deal  with 
Comtes,  GmbH,  of  Bremen,  West  Germany. 

The  product,  which  emulates  an  IBM  3274 
controller  as  well  as  IBM  3278  and  3279  termi¬ 
nals,  packages  data  in  packets  so  a  personal 
computer  can  be  connected  to  a  mainframe  over 
an  X.25  public  or  private  packet-switching  net. 

The  product  will  be  available  in  Europe  at 
the  beginning  of  next  year  and  in  the  U.S.  by 
the  end  of  1988.  Irmaremote  X.25  will  sell  for 
$1,795.0 
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ADP  takes  on 
debit  card  mart 

continued  from  page  1 5 
host  systems.  But  EFS  will  shy 
away  from  operating  debit  card 
reader  terminals  at  merchant  loca¬ 
tions  because  such  a  service  would 
require  extensive  revision  to  the 
system  software  EFS  uses  to  oper¬ 
ate  ATMs,  Harrold  said. 

Entry  into  the  debit  card  pro¬ 
cessing  arena  could  represent  a 
promising  new  opportunity  for 
EFS,  which  has  a  history  of  quick 
growth.  With  seed  money  and  staff 
from  ADP,  EFS  quickly  assumed  its 
parent’s  favorite  strategy  —  ex¬ 
pansion  by  acquisition. 

One  of  EFS’  first  moves  was  to 
purchase  Massachusetts  Automat¬ 


ed  Transfer  System,  Inc.,  the  major 
player  in  the  TX  ATM  network  in 
Massachusetts,  and  the  Easy  An¬ 
swer  ATM  net  in  Illinois.  EFS  also 
bought  Pacific  Northwest-based 
The  Exchange  International  ATM 
network,  which  grew  into  EFS’  na¬ 
tional  ATM  net.  The  Exchange 
cardholders  have  access  to  4,200 
ATMs  nationwide,  some  of  which 
are  actually  operated  by  regional 
ATM  hosts. 

That  strategy  led  to  quicker- 
than-anticipated  profitability. 
“This  division  accomplished  some¬ 
thing  in  314  years  that  typically 
takes  five  to  seven  years  to  do,” 
Harrold  said.  “In  314  years,  we 
turned  a  significant  profit  and 
have  been  turning  one  ever  since.” 
Harrold  declined  to  disclose  finan¬ 


cial  information. 

To  stay  ahead  of  ATM  transac¬ 
tion  processing  competitor  Deluxe 
Data  Systems,  Inc.  of  Milwaukee 
—  the  former  A.O.  Smith  Data  Sys¬ 
tems,  Inc.  —  EFS  recently  pur¬ 
chased  the  Beverly  Hills,  Calif.- 
based  Instant  Teller  ATM  network 
from  City  National  Bank,  which 
boasts  1,450  ATMs  and  processes 
some  2.5  million  transactions 
monthly. 

That  acquisition  gave  EFS  a 
West  Coast  data  processing  center 
and  the  ability  to  manufacture 
ATM  cards.  The  processing  center 
enables  EFS  to  market  its  services 
more  aggressively  on  the  West 
Coast  by  trimming  the  expenses 
that  are  currently  incurred  when 
linking  clients  to  EFS’  East  Coast 


data  center.  The  option  of  offering 
an  ATM  card  manufacturing  ser¬ 
vice  is  still  being  examined,  Har¬ 
rold  said. 

EFS  also  invested  in  the  Conve¬ 
nient  Automated  Transaction  Ser¬ 
vices  (CATS)  network  along  with 
Southland  Corp.,  Bank  of  America 
National  Trust  &  Savings  Associa¬ 
tion  and  the  California  Credit 
Union  ATM  Cooperative,  Inc. 
CATS  is  placing  ATMs  with  a  Mon- 
eyQuick  logo  in  Southland’s  7-Elev¬ 
en  stores  throughout  Los  Angeles. 

One  of  the  primary  factors  in 
the  division’s  success  has  been  the 
ability  of  its  sales  staff  to  convince 
financial  institutions  that  it  can 
process  ATM  transactions  less  ex¬ 
pensively  than  the  institutions 
could  themselves. 

“We  can  sit  doWn  with  almost 
anyone  and  show  them  in  real  dol¬ 
lars  and  cents  how  we  can  drive 
their  ATM  network  cheaper  than 
they  can  drive  it,  no  matter  what 
its  size,”  Harrold  said. 

EFS  officials  also  say  The  Ex¬ 
change  International  ATM  network 
has  lured  customers  to  EFS  ser¬ 
vices.  The  Exchange  costs  mem¬ 
bers  $60  per  month  for  administra¬ 
tion  and  a  usage-sensitive 
transaction  fee. 

Clients  without  the  financial  re¬ 
sources  to  install  their  own  ATMs 
can  use  The  Exchange  to  issue  a 
card  accepted  at  ATMs  with  The 
Exchange  logo.  The  EFS  service 
also  enables  financial  institutions 
to  expand  in  areas  where  their 
card  is  accepted  without  adding 
new  ATMs. 

Harrold  refutes  competing  re¬ 
gional  ATM  network  claims  that 
The  Exchange  siphons  off  transac¬ 
tions.  “We  are  there  to  complement 
the  regional  ATM  nets  by  bringing 
them  business.  We’re  not  there  to 
take  business  away,”  Harrold  said. 
“The  Exchange  is  an  easy  way  to 
facilitate  ATM  sharing  where 
there  previously  was  an  inability 
to  share.” 

Also  as  part  of  its  service,  EFS 
logs  all  transactions  its  27  Tandem 
Computer,  Inc.  NonStop  II  fault- 
tolerant  systems  process.  At  the 
end  of  the  day,  that  log  is  sent  via 
a  channel-to-channel  link  to  a 
batch  processing  system  consisting 
of  14  NonStop  IIs,  which  compile 
activity  reports  for  each  client. 
Those  reports  are  accessible  to  cli¬ 
ents  via  terminal  or  via  a  magnetic 
tape  mailed  to  the  client. 

The  batch  system  is  being  re¬ 
placed  by  an  IBM  4381.  EFS  will 
utilize  an  IBM  LU  6.2-based  chan- 
nel-to-channel  link  to  transmit  logs 
from  the  27  NonStop  II  transaction 
processors  to  the  4381. 

Clients  can  retrieve  those  files 
by  dialing  into  the  processing  cen¬ 
ter  via  an  administration  terminal, 
most  often  an  IBM  Personal  Com¬ 
puter  emulating  an  IBM  3274-type 
terminal,  and  a  Racal-Milgo,  Inc. 
Communications  Management  Se¬ 
ries  (CMS)  34  modem. 

The  division  also  touts  its  ATM 
monitoring  ability  as  a  sales  tool. 
EFS  claims  only  the  larger  ATM 
networks  can  afford  to  install  a 
system  as  intricate  as  the  Racal- 
Milgo  CMS  they  use  to  determine  if 
and  why  the  ATMs  they  support 
for  clients  are  nonoperational.O 


BEFORE  WE  TRY 
TO  SELL  YOU  A  SINGLE  T-l  MUX, 
WED  UKE  TO  LIST  THE  THINGS 

YOU  WONT  GET. 


You  won’t  start  from  scratch. 

The  MultiStar  family  of  T-l  multiplexers 
can  be  used  with  your  existing  equip¬ 
ment.  Which  means  you  can  use  a  variety  of 
inputs — asynchronous  and  synchronous 
data,  voice,  or  digitized  video  —  all  on  the 
same  network. 

You  won’t  be  the  first. 

Amdahl  Communications  has  been 
a  major  manufacturer  of  data  communica¬ 
tions  systems  for  nearly  20  years.  Our 
systems  are  in  place,  moving  data  for  some 
of  North  America’s  largest  corporations. 

You  won’t  get  boxed  in. 

Our  systems  are  designed  with  unique 
flexibility.  Features  like  DACS  compat¬ 
ibility,  multitrunking,  clocking  options, 
and  software  control,  let  you  deal  with 
network  changes.  Our  multiplexers  work 
with  current  T-l  services,  but  they  are  also 
designed  with  emerging  services  in  mind. 

You  won’t  find  yourself  down  and  out. 

Critical  applications  are  nothing  new 
to  the  MultiStar  family.  At  the  network  level, 
the  system  automatically  monitors  link 
status,  and  at  the  hint  of  a  problem,  automat¬ 
ically  re-routes  data  to  an  alternate  path. 

You  won’t  get  taken  to  the  cleaners. 

We  can  show  you  products  that  offer 
more  features  for  the  money  than  any  in  the 
industry.  We  think  we  have  one  of  the  best 


price-value  stories  anywhere.  We’re  so  sure, 
we  don’t  mind  if  you  shop  around  a  little. 

You  won’t  become  obsolete  overnight. 

Our  modular  architecture  makes  the 
MultiStar  line  easy  to  maintain  and  eco¬ 
nomical  to  expand.  Equipment  installed 
last  year  doesn’t  have  to  be  tossed  aside 
the  next.  Your  network  can  be  updated  as 
new  technology  and  services  evolve. 

You’ll  be  making  the  logical  choice. 

Simply  put,  we  think 
there’s  no  better  product 
available  for  the  money. 

What’s  more,  you  can  rely  on 
a  worldwide  network  of 
support  and  service — one  of 
the  best  in  the  industry. 

We  also  offer  a  full  line  of 
other  data  networking 
equipment  for  all  your  needs. 

Of  course,  now  that 
you  know  what  we  won’t  do, 
we’d  like  to  tell  you  more 
about  the  things  we  can  do. 

Call  us  at  1-800-325-6029, 
or  in  Texas  1-800-443-2414. 

amdahl* 

The  Logical  Choice 

Amdahl  Communications, 2200  N.,  Greenville,  Richardson, TX  75081 

® Amdahl  is  a  registered  trademark  of  Amdahl  Corporation 


THE  END  OF 


An  occupational  hazard  caused  by  the 
proliferation  of  technologies,  products  and  vendors 
often  rendering  one  incapable  of  making 
a  buying  decision.  .  > 
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Mainframes.  PCs.  Modems.  Multiplexers.  Satellites.  Fiber  optics.  T-l. 
Packet  switching.  Analog.  Digital.  Data.  Voice.  .  . 

In  a  world  of  proliferating  choices,  it’s  easy  to  become  a  victim  of  Option 
Shock.  That’s  why  so  many  major  companies  and  government  agencies 
are  turning  to  Racal-Milgo  to  solve  their  networking  problems. 

We  offer  a  complete  line  of  network  components  and  management 
systems.  But  hardware  is  just  the  beginning.  Our  team  of  network 
specialists  can  design  an  efficient,  integrated  system  that’s  right  for  you. 
One  that  can  grow  as  your  needs  grow. 

So  call  us  at  1-800-327-4440.  And  we’ll  show  you  how  Racal-Milgo 
can  make  your  life  a  little  saner. 

Racal-Milgo0 

Sanity  in  Networking. 


Racal-Milgo,  RO.  Box  407044  MS  B210,  Ft.  Lauderdale,  FL  33340.  In  Florida  call  1-305-476-4277.  Federal  Government  users  call  1-800-327-7909;  or  in  Florida  call  1-305-476-4452. 

003DB 
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located  funds  for  this  resource  are 
being  expended  is  essential.  This 
means  gathering  accounting  infor¬ 
mation.  Most  companies  still  main¬ 
tain  accounting  systems  based  on 
host  usage.  This  situation  becomes 
less  justifiable  as  networks  become 
more  intricate  and  expensive. 

In  addition,  if  “any-to-any” 
communications  is  expected,  then 
we  must  adjust  our  old  styles  of 
management,  which  were  geared  to 
managing  communication  between 
centralized  sources  of  data  and  in¬ 
telligence  and  distributed  dumb 
terminals,  to  a  style  consistent 
with  handling  networks  made  up 
of  distributed  intelligent  nodes. 

Billback  and  chargeback  sys¬ 
tems  are  related  to  accounting. 
Chargeback  systems  apportion  to¬ 
tal  network  cost  to  users,  be  it  on  a 
departmental  or  individual  user 
basis.  However,  this  causes  some 
havoc  with  traditional  network 
management. 

Tom  Krpata,  director  of  consult¬ 
ing  services  at  Connections  Tele¬ 
communications,  Inc.,  in  West 
Bridgewater,  Mass.,  recently  com¬ 
mented  on  this  subject:  “Tradition¬ 
ally,  the  network  was  thought  to 
be  utilization-driven.  This  doesn’t 
apply  when  you  get  into  managing 
the  network  as  an  accountable  cor¬ 
porate  resource.  Response  time  and 
individual  end-user  services  come 
to  the  forefront  as  management  pa¬ 
rameters.  Most  shops  just  haven’t 
been  conditioned  to  think  of  man¬ 
aging  a  network  in  this  way.  We 
must  shift  our  focus  and  find  the 
relevant  information  now.  Where 
is  the  data  that  helps  us  make 
management  sense  out  of  the 
networking  picture?  How  does  this 
management  information  assist  us 
in  seeing  what  role  the  network 
plays  in  the  whole  corporate  strat¬ 
egy?” 

Current  network  managers  face 
a  compound  task  —  continuing  to 
manage  the  utility  and  managing 
an  accountable  corporate  resource. 
The  network  manager’s  first  task 
is  still  to  ensure  day-to-day  opera¬ 
tions.  In  fact,  the  network  manager 
who  doesn’t  maintain  what  has 
been  tested,  implemented  and  oper¬ 
ating,  who  doesn’t  provide  accept¬ 
able  delivery  of  service  over  the 
utility,  is  out  of  a  job  pretty  quick¬ 
ly.  The  task  has  become  further 
complicated  by  the  new  require¬ 
ment  to  support  distributed  peer- 
to-peer  networks. 

While  net  managers  find  many 
more  tools  available  to  assist  them 
in  this  task  today,  all  of  the  tasks 
carried  out  in  network  manage¬ 
ment  have  become  more  critical. 
The  number  of  bytes  transmitted 
on  networks  continues  to  increase 
rapidly,  as  does  the  value  of  the  in¬ 
formation  carried  to  the  corpora¬ 
tion.  It  is  now  commonplace  for 
networks  to  transfer  millions  of 
dollars  worth  of  assets  during  a 
day. 

Add  to  this  function  the  respon¬ 
sibility  for  providing  accounting 
and  chargeback  information  in  or¬ 
der  to  manage  the  network  as  a 
corporate  asset,  and  it  is  easy  to 
commiserate  with  a  manager  who 
is  searching  for  a  rescue  mission 
rather  than  facing  the  next  direc¬ 
tor’s  meeting.  □ 


Managing  a  new 
corporate  asset 

continued  from  page  1 5 
makeshift  operation.  Pulling  off 
the  operation  of  an  effective  and 
efficiently  run  network  was  no  less 
miraculous  in  1980  than  it  is  to¬ 
day. 

Managers  today  look  at  a  much 
more  complex  network  environ¬ 
ment.  Networks  are  now  consid¬ 
ered  strategic  instruments  as  well 
as  indispensable  utilities.  The  suc¬ 
cessful  use  of  the  network  as  a 
strategic  weapon  to  gain  competi¬ 
tive  advantage  is  evidenced  across 
industries,  and  success  stories  are 
well-documented. 

For  example,  we  see  retailers 
branching  out  to  offer  general  pur¬ 


pose  credit  cards  and  services  from 
the  home.  Financial  service  indus¬ 
tries  reach  out  with  new  products 
that  seem  to  generate  organically 
from  their  massive  data  bases.  The 
network  plays  an  essential  role  in 
the  delivery  of  all  of  these  new  ser¬ 
vices.  These  new  business  offer¬ 
ings  could  not  be  successful  with¬ 
out  reliable  and  cost-effective 
networks. 

Consequently,  the  net’s  visibili¬ 
ty  seems  to  have  risen  dramatical¬ 
ly  in  the  corporation.  Indeed,  suc¬ 
cessful  network  operations  can  be 
directly  tied  to  successful  corpo¬ 
rate  operations.  Corporate  manage¬ 
ment  now  views  the  network  as  a 
corporate  asset  and  expects  it  to  be 
managed  as  such. 

We  are  also  experiencing 


changes  in  the  services  networks 
are  expected  to  deliver.  The  tradi¬ 
tional  hierarchical  network  archi¬ 
tecture,  which  consists  of  central¬ 
ized  locations  of  information  and 
processing  power  surrounded  by 
islands  of  unintelligent  terminals, 
is  being  augmented  and  replaced 
with  distributed  peer-to-peer  net¬ 
works.  The  ability  to  connect  any 
terminal  to  any  computer  network 
will  be  a  requirement  in  many  com¬ 
panies. 

What  has  the  perception  of  the 
network  as  a  corporate  asset 
meant  to  management?  It’s  made 
every  management  activity  more 
critical  and  added  additional  func¬ 
tions.  If  the  network  is  considered 
a  corporate  asset,  then  information 
that  explains  how  the  corporate-al- 


More  exhibitors  rely  on  Interface  than  on 
any  other  communications/networking  event! 


Last  Spring  over  365  companies  exhibited  at  Interface  ’87. 
Before  the  show  was  over,  they  had  reserved  space  at 
Interface  ’88  that  already  puts  it  ahead  of  any  other  com¬ 
munications/networking  show  in  the  world!  And  more  are 
signing  on  every  week! 

Year  after  year,  the  leading  players  build  on  their 
success  at  Interface.  They  come  to  exhibit  their  voice  and 
data  products  and  services  to  the  industry’s  largest,  most 
qualified  gathering  of  communications  and  information 
networking  executives.  To  introduce  new  products  at  the 
show  that  receives  the  widest  international  press  coverage. 
And  to  participate  in  the  most  prestigious  and  renowned 
industry  event  of  the  year. 

This  year,  Interface  will  be  held  concurrently  with  the 
first  World  Congress  on  Computing— numerous  exhibitors 
have  already  acknowledged  the  added  opportunity  by 
reserving  additional  exhibit  space  Join  them  today  at  the 
show  that  offers  you  more  opportunity  for  industry-wide 
marketing  impact  than  any  other  event. 


Call  Interface  ’88  Exhibit  Sales  at  (617)  449-6600, 
Ext.  4013.  We’ll  tell  you  what  space  is  still  available  and 
assist  you  in  choosing  and  reserving  your  exhibit  position. 
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March  28-31, 1988  •  McCormick  Place  •  Chicago,  Illinois 

Co-sponsored  by  n  » 

BusinessWeek  d  [Mrnnunicatio  TIS  Magazines 

I’m  ready  for  more  at  Interface  ’88! 

□  Send  me  complete  exhibitor  kit,  including  brochure,  floorplan  and  contracts. 

□  Have  a  Sales  Representative  call  me  immediately! 

□  Send  me  attendee  information  when  available. 

□  Send  me  exhibitor  information  for  the  World  Congress  on  Computing. 

Name  _ 


TiUe_ 


Company^ 
Address _ 


.  State_ 


City _ 

Telephone  J _ l _ 

Return  to:  Interface  '88,  The  Interface  Croup,  300  First  Avenue,  Needham.  MA  02194 
Or  call  (617)  449-6600,  ext.  4013. 


IVuduced  by  C3  THE  INTERFACE  GROUP  Inc.  •  World's  Leading  Independent  Producer  of  Conferences  and  Expositions  •  300  First  Avenue,  Needham,  Massachusetts  02194 


OCTOBER  26,  1987  1_ 


NETWORK  WORLD 


PAGE  21 


u  The  next  phase  of  ISDN  involves  wideband  ISDN.  There’s  been  lots 
of  agreement  on  a  proposal  called  H4  channel,  which  specifies  data 
rates  of  135M  bit/sec.  That  will  complement  [Fiber  Distributed  Data 
Interface]-type  LANs  and  high-speed  data  transfer  requirements. 

Mary  Johnston 
Senior  consultant 
Telecommunications  consulting  group 
BBN  Communications  Corp. 
Cambridge,  Mass. 


►  ETHERNET  OVER  TWISTED  PAIR 

Factions  split  on  standard 

IEEE  study  group  discusses  plans  from  SynOptics,  3Com. 


BY  JOSH  GONZE 

Staff  Writer 


BOSTON  —  The  nascent  effort 
to  advance  a  standard  for  imple¬ 
menting  Ethernet  on  nonshielded 
twisted-pair  telephone  wire  gained 
momentum  earlier  this  month 
when  five  networking  vendors 
made  pitches  for  specific  technical 
approaches  before  an  Institute  of 
Electrical  and  Electronics  Engi¬ 
neers  study  group  chartered  to  ex¬ 
plore  the  area. 

The  60  representatives  from  30 
companies  at  the  study  group’s 


meeting  here  agreed  that  market 
demand  warranted  a  standard  for 
running  Ethernet  over  twisted 
pair.  “A  large  majority  of  the  peo¬ 
ple  at  that  meeting  definitely  felt 
there  was  a  need  for  a  standard,” 
said  study  group  Chairwoman  Pat 
Thaler. 

The  attendees,  representing  a 
range  of  companies  that  include 
such  industry  heavyweights  as 
AT&T  and  Hewlett-Packard  Co., 
also  agreed  on  some  of  the  basic 
technical  goals  for  the  standard. 
“The  group  has  not  yet  agreed  on  a 
final  proposal,  though  they  are  in 


general  agreement  as  to  some  of 
the  major  goals  and  architectural 
issues,”  said  802.2  Committee 
Chairman  Don  Loughry,  standards 
manager  at  HP’s  Information  Net¬ 
works  Group. 

Technical  goals  include  a  dis¬ 
tance  capability  of  at  least  100  me¬ 
ters,  compatibility  with  the  exist¬ 
ing  data  interfaces  of  data 
terminal  equipment  and  some 
transmission  quality  parameters 
such  as  error  rate,  according  to 
Thaler,  a  development  engineer  at 
HP. 

Several  of  the  vendors  that 


spoke  in  favor  of  particular  techni¬ 
cal  approaches  have  recently  intro¬ 
duced  products  supporting  Ether¬ 
net  on  telephone  wire,  including 
SynOptics  Communications,  Inc., 
HP  and  3Com  Corp.  Wang  Labora¬ 
tories,  Inc.  and  Western  Digital 
Corp.,  which  have  not  yet  intro¬ 
duced  products  in  this  area,  also 
made  proposals. 

Different  approaches 

Predictably,  differences  in  the 
approaches  advocated  mirrored 
product  differences.  SynOptics  and 
HP  both  proposed  an  approach 
that  requires  two  pairs  of  twisted¬ 
pair  wires  to  connect  each  work¬ 
station,  one  pair  to  transmit  and 
the  other  to  receive  data.  Network 
nodes  with  Ethernet  adapters 
would  connect  to  the  twisted-pair 
bus  via  a  transceiver  drop  cable, 

See  page  24 


Vendor  shares  in  the  microcomputer 
LAN  market 


3Com  Corp. 
16.5% 

Others 

12.5% 

DSC  Nestar 
Systems,  Inc. 

3.1% 

AT&T 

3.2% 

Tiara  Computer 
Systems,  Inc. 
3.2% 

IBM  (Token-Ring 
Network) 

4.8% 

AST  Research, 
Inc. 

5.4% 


Novell,  Inc. 
15.1% 

Tandy 

Corp. /Western 
Digital  Corp. 

9.4% 

Gateway 
Communications, 
Inc. 

8.1% 

Fox  Research, 

Inc. 

6.3% 

IBM 

(PC  Network)' 
6.2% 

Corvus  Systems, 
Inc. 

6.2% 


1987  worldwide  installed  base  of  IBM-compatible  local  networks  by  vendor 
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Retix  recently  announced  a  new  Starlan-to-Ethernet 
bridging  product,  fueling  the  hotly  competitive  inter¬ 
networking  product  segment  of  the  local  net  market. 

Santa  Monica,  Calif.-based  Retix  announced  a  bridge 
that  links  any  combination  of  Ethernet,  thin  Ethernet  and 
Starlan  segments  at  what  the  company  claimed  to  be  the 
best  price/performance  ratio  available.  The  RetixGate 
Model  2244  MAC  Bridge,  priced  at  $1,950,  processes  up  to 
6,000  packet/sec  and  simultaneously  filters  up  to  10,000 
packet/sec,  the  firm  said. 

The  new  bridge  is  intended  to  allow  users  to  divide 
larger  networks  into  a  number  of  smaller  subnetworks. 
Because  the  bridge  filters  network  traffic  to  keep  infor¬ 
mation  local  to  a  given  subsegment,  total  network 
throughput  can  be  improved.  The  bridge  permits  higher 
network  usage  tasks,  such  as  frequent  diskless  worksta- 
tion-to-server  access  or  desktop  publishing  system-to-la- 
ser  printer  access,  to  be  kept  local  within  an  available 
work  group. 

Irvine,  Calif. -based  Western  Digital  Corp.  and  FTP 
Software,  Inc.,  based  in  Cambridge,  Mass.,  announced 
Transmission  Control  Protocol/Internet  Protocol  software 

See  Network  Notes  page  24 


LANMARKS 


PAULA  MUSICH 


People  aren’t  talking 
about  Token-Ring  buys 


Rumors  keep  filtering  back  to  Net¬ 
work  World  that  some  very  large 
IBM  Token-Ring  Network  personal 
computer  adapter  card  purchases  have 
been  made  in  the  past  several  months. 
One  report  suggested  that  one  firm 
had  made  a  15,000-card  purchase;  an¬ 
other  suggested  20,000  had  been  pur¬ 
chased  by  a  different  firm.  Still  anoth¬ 
er  source  said  a  28,000-card  purchase 
had  been  made. 

Such  large  buying  decisions  are 
fraught  with  danger. 

IBM  and  its  cus-  _ 

tomers  do  their  best 
to  keep  such  pur¬ 
chases  from  the 
press  for  two  rea¬ 
sons. 

One  is  to  prevent 
users  from  tipping 
their  hands.  These 

purchases  are  typi-  _ 

cally  the  result  of 
strategic  projects  that  are  designed  to 
give  a  firm  a  competitive  edge  over  its 
competition.  “If  the  competition  knows 
what  we  are  doing,”  the  reasoning 
goes,  “they  will  be  able  to  respond  in 
kind,  and  we  will  lose  our  competitive 
advantage.” 

This  argument  doesn’t  hold  water 
because  the  networking  requirements 
of  each  firm  are  not  the  same. 

If  two  competing  companies  had  the 
exact  same  networking  hardware  and 
software,  along  with  the  same  applica¬ 
tions,  they  still  would  not  be  competi¬ 
tively  equal  because  no  two  firms 
have  identical  requirements  for  shar- 


The  second  reason  large 
Token-Ring  customers  aren’t 
talking  stems  from  the  fact 
that  they  based  their 
purchasing  decisions  on  an 
embarrassing  lack  of 
information. 


ing  information  and  resources. 

The  decision  to  install  local  net¬ 
works  must  be  preceded  by  a  thorough 
analysis  of  the  firm’s  needs  for  shar¬ 
ing  information  and  resources.  Factors 
affecting  such  installations  must  be 
taken  into  account,  as  should  expecta¬ 
tions  for  future  growth  and  company 
goals  for  information  processing. 

This  research  will  almost  always 
yield  a  unique  direction  that  is  best 
suited  for  that  company,  and  that  di¬ 
rection  may  not  even  include  local- 

_  area  networks. 

The  second  rea¬ 
son  large  Token- 
Ring  customers 
aren't  talking  stems 
from  the  fact  that 
they  conducted  their 
internal  research 
and  based  their  re- 

_  sultant  purchasing 

decisions  on  an  em¬ 
barrassing  lack  of  information.  These 
companies  skipped  over  or  breezed 
through  the  needs  assessment  part  of 
the  decision  and  went  right  to  IBM  for 
Token-Ring  cards. 

Wrong  decisions  to  install  even 
small  local  networks  have  cost  individ¬ 
uals  their  jobs  and  their  companies  no 
small  sums  of  money  and  wasted  time. 
Wrong  decisions  to  install  large  net¬ 
works  may  engender  those  same  unde¬ 
sirable  results,  in  addition  to  seriously 
damaging  a  firm’s  competitive  posi¬ 
tion. 

In  either  case,  embarrassed  users 
don’t  want  the  world  to  know.S 


NETWORKING 


D. _ 

communications  tools  for  business 
wherever  Meridian*  business  services 
are  offered  by  your  local  phone  company. 


“Smart”  phones  that 
help  you  work  more  efficiently.  Data 
connections  that  improve  your  infor¬ 
mation  management.  Communications 
that  position  your  business  for  a  future 
where  sharing  voice,  data,  text  and 
image  is  as  easy  as  using  a  phone. 


northern 
|  ■  ■  telecom 
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Factions  split  on 

continued  from  page  2 1 

called  the  attachment  unit  inter¬ 
face.  That  technique  is  incorporat¬ 
ed  in  products  the  two  companies 
have  recently  announced. 

3Com,  however,  proposed  a 
scheme  that  uses  only  one  pair  of 
twisted-pair  wire.  That  wire  pair 
can  be  used  to  support  one  work¬ 
station  or  a  small,  coaxial-cable 
bus  subnetwork.  The  thin-wire  co¬ 
axial  transceivers  built  into  Ether¬ 
net  cards  are  interfaced  to  twisted 
pair  with  an  impedence-matching 
device  3Com  calls  a  PairTamer. 

3Com,  represented  at  the  meet¬ 
ing  by  Ron  Crane,  director  of  ad¬ 
vanced  technology,  and  Ethernet 
inventor  Bob  Metcalfe,  senior  vice- 


standard 

president  of  technology,  pointed 
out  that  the  company  has  more 
than  400,000  Ethernet  adapters 
with  built-in  coaxial  transceivers 
installed  and  said  it  currently 
ships  more  than  20,000  more  every 
month. 

Another  advantage  to  the  3Com 
approach,  Crane  and  Metcalfe  said, 
was  the  ability  to  link  to  a  wider 
variety  of  installed  twisted-pair 
wiring. 

Asked  for  comment  on  the  dif¬ 
fering  proposals,  Loughry  took  no 
sides  but  emphasized  the  IEEE  in¬ 
variably  endorses  a  single  tech¬ 
nique. 

“Let’s  not  have  two  solutions 


for  the  same  problem,”  he  said. 
Some  meeting  attendees  did  take 
sides,  however,  saying  they  pre¬ 
ferred  the  SynOptics/HP  approach. 

“I  suspect  two  pairs  is  going  to 
be  the  way  it  will  come  out.  There 
are  a  lot  of  problems  with  using 
one  pair,”  said  Robert  Campbell, 
distinguished  member  of  the  tech¬ 
nical  staff  at  AT&T. 

The  media  access  unit  that  HP, 
SynOptics  and  some  others  have 
presented  fits  in  very  well  with  the 
existing  802  standard,  Campbell 
said.  “Right  now,  there’s  a  media 
access  unit  for  every  kind  of  [wire]. 
So  this  is  just  an  extension  of  that 
concept.” 

Campbell  said  AT&T  will  unveil 
its  own  products  supporting  Ether¬ 
net  networks  over  telephone-type 


wire  in  about  six  months. 

Thaler  said  she  also  saw  prob¬ 
lems  with  the  3Com  approach, 
such  as  greater  distance  limita¬ 
tions,  but  pointed  out  that  ques¬ 
tions  about  the  SynOptics/HP  pro¬ 
posal  also  exist.  “SynOptics  can 
talk  about  its  proposal,  but  any 
statements  about  what  the  study 
group  or  802.3  will  do  are  prema¬ 
ture,”  she  said. 

The  study  group,  officially 
named  the  Type  10BASET  Study 
Group,  was  chartered  in  July  at 
the  802  committee’s  plenary  meet¬ 
ing  to  explore  the  technical  feasi¬ 
bility  and  market  demand  for  run¬ 
ning  Ethernet  over  nonshielded 
twisted  pair. 

If  the  study  group  decides  the 
technology  is  feasible  and  market¬ 
able,  as  it  now  appears  it  will,  the 
group  will  recommend  to  the  802.3 
committee  at  its  meeting  next 
March  that  a  task  force  be  created 
to  form  the  actual  standard. □ 


Network  Notes  from  page  2 1 
for  use  with  Western  Digital’s  Eth¬ 
ernet  and  Starlan  adapters  for  IBM 
Personal  Computers  and  compati¬ 
bles.  The  software,  PC/TCP,  allows 
personal  computer  users  to  commu¬ 
nicate  with  TCP/IP  hosts  and  per¬ 
form  file  transfer,  electronic  mail 
and  logon  functions  with  a  remote 
host. 

Personal  computers  running  the 
software  can  communicate  with 
TCP/IP  hosts  running  several  ver¬ 
sions  of  Unix,  including  Berkeley 
2.9,  4.2  and  4.3,  Unix  System  V, 
Xenix,  Digital  Equipment  Corp.’s 
Ultrix  and  VMS. 

The  software  is  available  now. 

Two  new  protocol  analyzers 
were  announced  recently  by  Bea¬ 
verton,  Ore. -based  Tektronix,  Inc. 
and  Sunnyvale,  Calif.-based  Net¬ 
work  General  Corp. 

Tektronix  unveiled  the  TMA802 
Media  Analyzer,  which  operates 
with  all  IEEE  802  local  network 
standards,  including  802.3  Ether¬ 
net,  thin  Ethernet  and  Starlan; 
802.4  (Manufacturing  Automation 
Protocol)  token-bus;  and  802.5  to¬ 
ken-ring.  Network  interfaces  for 
each  are  available  as  options  with 
the  analyzer,  which  operates  in 
three  modes. 

In  monitor  mode,  the  analyzer 
measures  network  utilization.  The 
analyzer  reports  the  status  of  the 
cable  for  fault  isolation  in  stand¬ 
alone  mode,  and  it  gives  a  detailed 
view  of  the  whole  network  in 
scope  mode.  It  is  priced  at  $2,495. 

Network  General  unveiled  a  ver¬ 
sion  of  its  portable  protocol  ana¬ 
lyzer  that  supports  Arcnet  proto¬ 
cols.  The  company,  which  current¬ 
ly  provides  an  Ethernet  and  token¬ 
ring  protocol  analyzer,  added 
support  of  DSC  Nestar  Systems, 
Inc.’s  Plan  series  protocols  with 
the  Arcnet  Sniffer. 

The  Plah  Series  protocol  suite 
operates  over  both  Arcnet  and  to¬ 
ken-ring  networks.  The  Sniffer  col¬ 
lects,  records  and  analyzes 
networking  protocols. 

The  Arcnet  Sniffer,  based  on  an 
Intel  Corp.  80286-compatible  por¬ 
table  computer,  is  available  now 
for  $19, 000. □ 


"Network  World 
projects  our  image 

to  a  very  broad  and  influential  target  audience." 

Many  companies  want  —  and  need  —  to  reach  a  very  broad 

audience  when  advertising.  And  Digilog  Inc.  of  Montgomeryville, 

Pennsylvania,  which  has  been  in  business  since  1969  and  markets 
protocol  analyzers  and  network  management  systems,  is  no  exception. 

Since  Digilog's  product  lines  have  wide-ranging  applications  for  businesses 
of  all  types,  Roy  Gemberling,  Vice  President  and  General  Manager,  needs 
to  get  his  company's  advertising  message  to  communications  and 
networking  decision  makers  at  a  variety  of  user  organizations.  That  he 
does  —  and  does  successfully  —  through  Network  World. 

"Our  main  objective  was  to  enhance  Digilog's  image  as  a  leader  in  data 
communications  test  and  control.  Also ,  we  wanted  to  draw  attention  to 
our  specific  product  lines ,  protocol  analyzers  and  network  management 
systems. 

"What  Network  World  does  for  us  is  reach  the  broadest  possible  base  of 
our  target  audience  —  for  both  our  product  lines.  Network  World  is  what 
I  call  an  image  document ,  because  it  gets  read  on  a  weekly  basis  and 
projects  our  image  to  a  very  broad  and  influential  target  audience. 

"The  results  we're  seeing  from  our  advertising  tell  us  that  Network  World 
leads  the  pack.  We  also  talk  to  our  customers  and  many  tell  us  that 
Network  World  is  their  publication  of  choice.  That's  why  it's  our  choice 
for  weekly  newspaper  advertising. " 

Every  week,  more  than  65,000  purchase-involved  subscribers  from  25,000 
leading  edge  networking  sites  look  to  Network  World  for  information  that 
can  help  them  —  and  their  companies  —  stay  ahead.  And  more 
companies  like  Digilog  Inc.  are  finding  that  there's  no  better  place  to 
reach  a  powerful  audience  of  communications/networking  buying  deci¬ 
sion  makers.  For  your  opportunity  to  enjoy  this  kind  of  success,  call  your 
local  Network  World  sales  representative  to  reserve  your  ad  space  today. 
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Getting  to  the  top 

Excellent  job  performance,  hard  work  and  being  in 
the  right  place  at  the  right  time  are  the  keys  to  a  rap¬ 
id  rise  up  the  corporate  ladder,  according  to  a  recent 
survey  of  middle  managers  at  Fortune  1,000  compa¬ 
nies.  Eighty-eight  percent  of  the  100  managers  who 
responded  to  the  survey  by  TeleSearch,  Inc.,  a  Natick, 
Mass. -based  executive  search  firm,  said  excellent  per¬ 
formance  and  hard  work  were  the  keys  to  corporate 
success.  Only  9%  mentioned  office  politics,  while  4% 
thought  further  education  would  lead  them  to  the  top. 


MARK  MITCHELL  &  ASSOCIATES 

Firm  releases  key 
system  buy  guide 

Package  runs  the  purchasing  gamut. 


BY  JIM  BROWN 

New  Products  Editor 


FOLSOM,  Calif.  —  In  an  effort 
to  ease  the  task  of  acquiring  key 
systems,  Mark  Mitchell  &  Asso¬ 
ciates,  a  telecommunications  con¬ 
sulting  firm  here,  recently  released 
a  do-it-yourself  package  that 
walks  managers  through  system 
design  and  vendor  selection. 

The  $100  Key  Buy  guide  in¬ 
cludes  a  suggested  equipment  pur¬ 
chase  contract  and  fill-in-the-blank 
forms  that  help  users  decide  what 
features  to  buy,  how  to  request 
proposals  from  vendors  and  how  to 
interpret  those  proposals. 


According  to  Mark  Mitchell, 
president  of  the  firm,  the  guide  is 
designed  to  provide  users  with  the 
expertise  that  would  otherwise  be 
provided  by  a  consultant.  The 
package  —  designed  for  key  sys¬ 
tems  that  support  up  to  60  lines  — 
can  pay  for  itself  by  helping  man¬ 
agers  avoid  buying  costly  features 
and  unnecessary  phone  lines,  he 
said. 

Mitchell  heads  a  staff  of  three 
consultants  who  specialize  in  help¬ 
ing  customers  select  large  private 
branch  exchanges  and  answering 
services  in  the  San  Francisco  Bay 
area.  Mitchell  also  teaches  telecom¬ 
munications  system  selection  at 


Look  before  you  leap 

Before  signing  equipment  contract: 

—  evaluate  lease  vs.  buy  options 

—  check  vendor  background  and 
reputation  by  calling  current 
equipment  users 


—  lock  in  pricing  for  basic  system 

—  lock  in  pricing  for  system 
enhancements  and  future  additions 


SOURCE:  MARK  MITCHELL  &  ASSOCIATES.  FOLSOM.  CALIF. 


California  State  University  at  Sac¬ 
ramento. 

Much  of  Key  Buy  is  based  on  the 
experience  Mitchell  gained  from 
six  years  as  a  sales  and  marketing 
representative  with  Nevada  Bell 
before  the  AT&T  divestiture  and 
his  IV2  years  at  the  now-defunct 
Jericho  Consulting  firm.  Input 

See  page  26 


ASSOCIATIONS 

STC  nixes 

software 

sales 

QUEBEC  —  Two  recent  at¬ 
tempts  to  change  the  bylaws  of  the 
Society  of  Telecommunications 
Consultants  (STC)  have  ended 
without  success  —  for  now. 

During  the  group’s  fall  meeting 
in  Quebec  from  Oct.  14  to  18,  a  mo¬ 
tion  to  allow  STC  members  to  sell 
software  they  have  developed 
failed  to  achieve  the  two-thirds 
majority  needed  to  change  the 
group’s  bylaws. 

An  earlier  vote  conducted  by 
mail  also  failed  to  receive  the  two- 
thirds  majority  needed  for  approv¬ 
al.  Results  of  the  mail  ballot  were 
released  in  late  September. 

Whether  members  can  sell  soft¬ 
ware  is  part  of  a  larger  ethical 
question  that  has  raged  in  the  STC 
for  years.  The  group’s  canons  pro¬ 
hibit  the  sale  by  consultants  of 
hardware,  software  and  other  non¬ 
consulting  services. 

During  the  STC’s  spring  meet¬ 
ing,  held  in  New  Orleans  last  May, 
the  board  of  directors  agreed  to  a 
temporary  relaxation  of  the  by¬ 
laws  to  allow  consultants  to  sell 
software  as  long  as  it  was  an  “inci¬ 
dental  part  of  a  consultant’s  busi¬ 
ness.”  That  move  came  after  a  vote 
on  changing  the  bylaws  by  mem¬ 
bers  attending  the  meeting  failed 
to  receive  the  necessary  two-thirds 
majority  by  one  vote.  Because  the 
vote  was  so  close,  the  12-member 
board  of  directors  agreed  to  ease 
the  restriction  on  the  sale  of  soft¬ 
ware  until  another  vote  could  be 
taken. 

Now,  after  two  unsuccessful  ef¬ 
forts  to  change  its  stringent  by¬ 
laws,  STC  members  will  be  sent  a 
copy  of  the  bylaws  and  will  be 
asked  if  they  comply  with  the 
stricture  against  selling  software, 
STC  President  John  Barry  said. 

Consultants  who  indicate  that 
they  wish  to  continue  selling  soft¬ 
ware  will  be  asked  to  resign  as 
members  of  the  STC.  They  will  be 
allowed  to  join  the  group’s  vendor 
advisory  council,  according  to  Bar¬ 
ry,  who  is  chairman  of  Barry/ 
Buckley  International,  Inc.  in  San 
Diego. 

Barry  said  future  attempts  to 
change  the  bylaws  to  allow  consul¬ 
tants  to  sell  software  are  likely.  A 
motion  to  change  the  bylaws  needs 
the  support  of  10  STC  members  in 
order  to  be  put  to  a  vote  by  the 
membership,  according  to  Barry. 

In  other  association  news,  plans 
I  for  the  June  5-8  Association  of 
See  Associations  page  26 
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RONALD  O.  BROWN 


Staying  on  top  of  industry  change 


These  are  times  of  change. 

Communications  technology, 
regulations  and  users’  demands 
are  all  changing. 

We  now  have  fiber  optics,  T-l 
and  T-3  as  well  as  local-area  net¬ 
works  from  a  myriad  of  vendors. 
In  the  regulatory  area,  how  Com¬ 
parably  Efficient  Interconnection 
(CEI)  will  be  implemented  and 
whether  the  Bell  operating  com¬ 
panies  will  be  allowed  to  enter 
new  markets  are  still  questions. 
Old  vendors  die  off;  new  ones  re¬ 
place  them. 

How  does  one  keep  up?  What 
do  successful  communications 
managers  recommend  for  their 
staffs?  Here  are  recommenda¬ 
tions  that  Coopers  &  Lybrand,  a 
Big  Eight  accounting  firm  based 
in  New  York,  frequently  makes 
to  its  clients. 

First,  read  newspapers  such  as 
Network  World,  trade  magazines 
and  professional  journals.  These 
are  a  good  source  of  current 
events  and  issues.  News  summar¬ 
ies,  although  they  generally  cost 
several  hundred  dollars  a  year, 
are  big  timesavers  and  worth  the 
expense. 

Of  course,  no  one  can  depend 

Brown  is  national  manager  of 
Office  Information  Systems  and 
Telecommunications  Consulting 
for  Coopers  &  Lybrand. 


solely  on  reading  to  keep  abreast 
of  today’s  rapidly  changing  com¬ 
munications  world.  Meetings  of 
professional  societies  should  also 
be  a  regular  part  of  professional 
life.  Regular  participation  in  lo¬ 
cal  and  national  groups  is  an  ef¬ 
fective  low-cost  means  of  staying 
on  top  of  industry  trends. 

Reading  and  .professional  ac¬ 
tivities  are  good  for  soft  learning. 
But  what  about  hard  learning? 
For  example,  how  should  one  ap¬ 
proach  learning  about  very  small 
aperture  terminals  and  local-area 
networks? 

If  you  must  learn  quickly,  a 
seminar  that  takes  up  several 
days  is  a  good  approach.  Remem¬ 
ber,  though,  these  are  expensive 
in  dollars  per  classroom  hour, 
travel  and  lost  job  time.  Also, 
since  learning  in  such  a  com¬ 
pressed  format  is  like  taking  a 
drink  from  a  fire  hydrant,  reten¬ 
tion  is  low. 

Many  schools  offer  continuing 
education  programs  in  a  format 
more  conducive  to  learning.  For 
example,  a  two-hour  per  week 
approach  allows  time  for  home¬ 
work  and  time  for  professionals 
to  absorb  what  is  being  taught. 
Many  institutions,  such  as  North¬ 
eastern  University  in  Boston,  of¬ 
fer  certificate  programs  involv¬ 
ing  the  completion  of  an 
integrated  course  of  study.  Since 


they  are  offered  after  hours  at 
convenient  locations,  travel  costs 
and  lost  job  time  are  kept  to  a 
minimum.  Also,  costs  per  class¬ 
room  hour  are  low.  Keeping  pace 
with  changes  in  the  industry 
through  courses  such  as  these 
should  be  part  of  every  communi¬ 
cations  professional’s  personal 
development  program. 

Some  institutions  offer  courses 
on  videotape  or  on  live  television 
broadcasts.  The  National  Techno¬ 
logical  University  is  developing 
offerings  for  satellite  delivery. 
These  are  good  ways  to  continue 
learning  for  those  who  are  not  lo¬ 
cated  near  a  university  or  col¬ 
lege. 

Degree  programs  are  the  best 
bet  for  those  without  communi¬ 
cations  degrees  who  can  make 
the  time  commitment.  A  commu¬ 
nications  degree  may  become  a 
requirement  for  professionals  en¬ 
tering  the  field. 

Being  informed  is  a  profession¬ 
al  necessity  and  responsibility. 
All  communications  managers 
have  the  obligation  to  create  an 
environment  in  which  their 
staffs  are  able  and  willing  to 
learn.  Departments  that  follow 
these  guidelines  will  create  an 
environment  for  success.  Commu¬ 
nications  managers  who  do  so 
will  succeed  because  of  the  suc¬ 
cesses  of  their  staffs. □ 
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Key  system  buy  guide  released 

continued  from  page  25 


from  users,  vendors  and  other  con¬ 
sultants  is  included  in  the  package. 

While  at  Jerico,  Mitchell  did  sys¬ 
tems  design  and  analysis  for  com¬ 
panies  whose  telephone  systems 
were  large  enough  to  justify  con¬ 
sulting  fees  of  $20,000  to  $30,000. 
That  type  of  fee  is  often  more  than 
the  cost  of  an  entire  key  system. 
“It  appeared  to  me  nobody  was 
making  anything  low  cost  enough 
for  small  businesses,  which  are 
what  this  country  is  primarily 
made  up  of,”  he  said. 

Mitchell  has  tested  elements  of 
his  guide  on  members  of  his  tele¬ 
communications  system  selection 
class.  Other  parts  of  the  guide 


were  tested  by  vendors. 

Included  in  the  package  is  a  pre¬ 
liminary  request  for  proposal 
form,  which  enables  users  to  deter¬ 
mine  which  vendors  have  an  inter¬ 
est  in  making  bids.  Another  form 
helps  managers  create  in-depth 
RFPs  that  specify  system  needs 
and  features.  On  that  RFP,  vendors 
describe  who  will  be  responsible 
for  installation  and  ongoing  ser¬ 
vice  and  the  way  their  organiza¬ 
tion  is  structured. 

The  package  supplies  a  checklist 
the  manager  uses  to  ascertain 
which  vendors  have  met  the  speci¬ 
fications  of  the  RFP.  “Chunks  of 
the  RFP  are  modified  versions  of 


what  I  used  at  Jerico  to  select  large 
systems,”  Mitchell  said. 

Key  Buy  also  provides  a  deci¬ 
sion-making  plan  that  enables 
managers  to  take  information  sup¬ 
plied  on  the  RFP  and  measure  it 
against  needs  before  selecting  a 
vendor.  An  appendix  supplies  oth¬ 
er  decision-making  tools  such  as 
questions  to  ask  people  already  us¬ 
ing  a  system  and  what  to  look  for 
when  visiting  a  vendor’s  office. 

“Because  some  people  shy  away 
from  making  decisions,  we  tried  to 
put  a  methodical  way  of  thinking 
in  the  decision-making  section,” 
Mitchell  said. 

The  RFP  included  with  the  pack¬ 
age  provides  a  single  format  for 
vendor  responses,  as  opposed  to 
the  myriad  of  formats  that  may  be 


submitted  by  vendors. 

According  to  Mitchell,  the  one- 
to  two-page  price  quotes  that  most 
key  system  vendors  supply  often 
confuse  potential  customers.  “Peo¬ 
ple  can’t  make  a  decision  from 
those  price  quotes.  They  accumu¬ 
late  a  stack  of  those  things  from 
different  vendors,  each  of  which 
has  its  own  slightly  different  little 
twist,  and  they  make  a  decision 
based  on  either  frustration  or  a 
reference  from  someone  who  al¬ 
ready  uses  that  type  of  system,” 
Mitchell  said.  The  reason  one  firm 
uses  a  system  may  not  apply  to  an¬ 
other  firm,  he  added. 

The  sample  equipment  purchase 
contract  supplied  with  the  package 
is  the  same  one  Mitchell  offered  as 
part  of  a  job  he  did  for  two  Califor¬ 
nia  school  systems.  Legal  counsel 
for  those  school  systems  reviewed 
the  contract  and  concluded  it  may 
hold  up  in  court,  Mitchell  said. 
“The  contract  is  written  very 
heavily  in  favor  of  the  buyer,”  he 
said.  “So  it  is  not  likely  vendors 
will  accept  it,  because  it  is  asking 
them  to  meet  some  pretty  stringent 
requirements.  But  my  attitude  is  to 
put  things  to  protect  the  buyer  in 
the  contract  and  let  the  vendor  tell 
the  buyer  up  front  what  problems 
they  have  with  it.” 

Without  a  contract  prepared 
with  the  user  in  mind,  managers 
often  accept  a  vendor-prepared 
contract,  “and  that  can  be  heavily 
weighted  in  the  vendor’s  favor,” 
Mitchell  said. 

The  package  also  suggests  that 
managers  lock  in  the  price  for  the 
agreed-upon  system  as  well  as  the 
price  for  any  add-on  components 
before  making  the  purchase.  This 
will  give  managers  an  idea  of  what 
the  system  will  cost  initially  and 
how  much  it  will  cost  to  expand 
the  system  or  add  new  features  in 
the  future. 

Key  Buy  is  designed  for  the  mar¬ 
ket  for  key  systems  with  up  to  60 
lines,  and  Mitchell  said  he  is  devis¬ 
ing  a  counterpart  for  buyers  of 
PBX  systems  with  up  to  150  lines. 
He  said  he  is  also  considering  de¬ 
veloping  a  personal  computer- 
based  version  of  Key  Buy. 

Mark  Mitchell  &  Associates  can 
be  reached  at  128  Canyon  Rim 
Drive,  Folsom,  Calif.  95630,  or  by 
calling  (916)  989-3625. □ 


Associations  from  page  25 
Data  Communications  Users’ 
(ADCU)  1988  National  Conference 
are  under  way,  and  interest  in  the 
annual  event  seems  to  be  high.  Ac¬ 
cording  to  Executive  Director  An¬ 
gie  Blegen,  the  large  number  of  ex¬ 
hibitors  that  plan  to  make  the  trip 
to  Atlantic  City,  N.J.,  forced  ADCU 
to  move  the  conference  to  larger 
facilities  in  the  city’s  new  Show- 
boat  Hotel  and  Casino. 

“Our  exposition  this  year  was  a 
sellout,”  Blegen  said.  “It  became 
quite  apparent  that  we  could  no 
longer  limit  the  exposition  and, 
thereby,  not  accommodate  the 
number  of  exhibitors  that  really 
wanted  to  meet  face-to-face  with 
the  purchasing  power  ADCU  repre¬ 
sents,”  he  said. 

ADCU  has  a  membership  of 
more  than  225  firms. □ 


The  best  audience  in  the  business 
means  more  business  for  you 


At  Communication  Networks  our  business  is  to  help  you 
build  yours.  Year  after  year,  our  show  attracts  thousands 
of  influential  buyers  from  organizations  nationwide.  And 
their  numbers  keep  on  growing. 

No  wonder  we're  the  top  voice,  data  and  telecommunica¬ 
tions  show.  And  now  we’re  celebrating  our  tenth  year  of 
success,  with  CN  '88,  our  biggest  expo  ever. 

Receptive  sales  prospects  make  your  job  easier 

CN  provides  an  exclusive  opportunity  for  you  to  meet 
new  prospects  —  prospects  looking  for  your  products.  In 
fact,  73%  of  last  year’s  attendees  came  specifically  to  see 
new  products  and  developments.  And  of  these  receptive 
sales  leads,  48%  can  only  be  reached  at  Communication 
Networks. 

These  prospective  customers  take  the  show  seriously, 
sending  key  members  of  their  buying  teams.  In  fact,  more 
than  eight  out  of  10  CN  ’87  attendees  have  purchasing 
roles,  and  almost  half  of  the  CN  ’87  audience  planned  to 
buy  at  least  one  of  the  products  or  services  exhibited  as  a 
result  of  what  they  saw  at  the  show. 

And  we  help  set  the  stage  for  a  positive  response  by 
offering  a  superb  conference  program  to  heighten  interest. 
The  results  are  impressive  —  conference  attendance  for 
CN  ’87  grew  over  10%,  and  total  qualified  attendance  (not 
including  booth  staff)  increased  by  14%. 

The  CN  attendance  audit  is  your  marketing  edge 

We’re  the  only  telecommunications  show  to  audit  atten¬ 
dance.  That  means  long- before  the  show  begins  you  can 
review  the  attendance  audit  from  the  previous  year  so 
you’ll  know  the  type  of  professionals  you’ll  meet  and  what 
they’ll  be  looking  for.  And  you’ll  get  a  complete  registra¬ 
tion  list  for  follow-  up,  so  you  can  make  the  most  of  your 
marketing  resources. 


Make  your  move  right  now 

Attendees  keep  coming  back,  as  do  satisfied  exhibitors. 
In  fact,  CN  ’88  is  practically  sold  out,  with  90%  of  exhi¬ 
bition  space  already  reserved. 

But  there’s  still  room  for  you.  So  join  our  10-year 
celebration,  and  then  watch  your  business  grow  —  with 
CN  ’88. 


|  Communication  Networks  ’88 

i  January  26-28,  1988 
I  Washington  D.C.  Convention  Center 


For  more  details  about  CN  ’88,  call  Robin  Poulin  at 
(800)  343-6474,  (617)  879-0700  in  Mass.,  or  simply  mail 
the  coupon  below  to: 

Communication  Networks  ’88 
P.O.  Box  9171,  375  Cochituate  Road 
Framingham,  MA  01701-9171 
Attention:  Robin  Poulin 


Yes,  I’d  like  more  information  about  CN  ’88: 

□  CN  ’88  Exhibitor  Information  Kit 

□  CN  ’87  Audience  Report 

□  Have  a  CN  ’88  sales  representative  call  me 


Name. 
Title  _ 


Company 
Address  _ 

City - 

Phone  _ 


State 


Zip_ 


Communication  Networks 

Celebrating  a  Decade  as  the  Industry’s  Elite  Voice  &  Data  Show 

CN  ‘88  is  produced  by  IDG  Conference  Management  Group,  an  International  Data  Group  Company. 


NETWORK  WORLD 


PAGE27 


OCTOBER  26,  1987  1_ 


Coming  up  in  the  Nov.  2  issue: 
►Special  Product  Focus  on 
communications  processors 


PCs  offered  S/36  access 


►  ASHTON -TATE  SOFTWARE 


BY  JIM  BROWN 

New  Products  Editor 


TORRANCE,  Calif.  —  Ashton¬ 
Tate  Corp.  is  expected  to  release 
today  software  that  will  enable 
IBM  Personal  Computer  users  to 
access  and  download  data  from 
IBM  System/36  minicomputers  di¬ 
rectly  into  dBase  III  Plus  data  base 
management  system  applications. 

The  software,  dBase  Direct/36, 
is  an  add-on  software  module  for 
dBase  III  Plus  and  Ashton-Tate’s 
first  attempt  to  link  a  personal 
computer  to  a  larger  system.  The 
package  runs  on  an  IBM  Personal 
Computer  equipped  with  640K 
bytes  of  random-access  memory 
and  an  IBM  5250  Emulation  Adapt¬ 


er  or  compatible  product  that  en¬ 
ables  the  microcomputer  to  emu¬ 
late  the  5250  terminals  supported 
by  the  IBM  System/36. 

With  dBase  Direct/36,  the  per¬ 
sonal  computer  accesses  PC  Sup¬ 
port/36  software  on  a  System/36 
to  download  data  files  organized 
under  IBM’s  Interactive  Data  Defi¬ 
nition  Utility. 

The  announcement  comes  in  re¬ 
sponse  to  requests  from  dBase  III 
Plus  customers  who  need  access  to 
System/36s,  which  have  limited 
DBMS  functions,  said  Rob  Kimball, 
group  product  manager  for  data 
base  products  marketing. 

Ashton-Tate  has,  however,  sup¬ 
plied  technical  advice  to  third-par¬ 
ty  vendors  that  have  developed 


products  that  make  it  possible  for 
dBase  III  Plus  applications  to  im¬ 
port  data  from  larger  systems.  But 
those  third-party  links  require  the 
user  to  leave  dBase  III  Plus  and  in¬ 
voke  data  retrieval  commands 
from  another  piece  of  software. 
Once  downloaded,  the  data  has  to 
be  converted  and  loaded  into  dBase 
III  Plus. 

By  using  the  set  of  25  commands 
that  dBase  Direct/36  adds  to  dBase 
III  Plus,  users  can  compile  a  re¬ 
quest  for  System/36  data  from 
within  dBase  III  Plus  applications 
and  invoke  routines  that  automati¬ 
cally  create  a  5250  terminal-emula¬ 
tion  session.  The  data  requested  is 
then  transmitted  to  PC  Sup¬ 
port/36,  which  downloads  it  to  the 


personal  computer.  That  data  is 
automatically  converted  to  dBase 
III  Plus  format  and  loaded  into  the 
dBase  III  Plus  application. 

The  dBase  Direct/36  package  is 
similar  in  concept  to  Lotus  Devel¬ 
opment  Corp.’s  The  Application 
Connection  (T-A-C).  The  latest  ver¬ 
sion  of  T-A-C  enables  personal 
computer  users  to  access  main¬ 
frame-resident  data  from  within 
local  DBMS  applications,  including 
dBase  III  Plus. 

The  user  can  then  download 
data  from  IBM’s  DB2  and  SQL/DS, 
Information  Builders,  Inc.’s  Focus, 
D&B  Computing  Services,  Inc.’s 
Nomad  2,  On-Line  Software  Inter¬ 
national,  Inc.’s  Ramis  II  and  SAS 
Institute,  Inc.’s  Base  SAS  main¬ 
frame-resident  DBMSs. 

Sold  through  distributors,  dBase 
Direct/36  costs  $1,695. 

Ashton-Tate  is  located  at  20101 
Hamilton  Ave.,  Torrance,  Calif. 
90502,  or  call  (213)  329-8000.  □ 


►  OPERATING  SYSTEM  ENHANCEMENT 

AppleTalk  made  faster 


BY  JIM  BROWN 

New  Products  Editor 


BERKELEY,  Calif.  —  TOPS,  a 
Sun  Microsystems,  Inc.  Company, 
last  week  released  enhanced  ver¬ 
sions  of  its  TOPS  local  network  op¬ 
erating  system  that  enable  IBM 
Personal  Computers,  Apple  Com¬ 
puter,  Inc.  Macintoshes  and  Unix- 
based  systems  to  communicate 
with  each  other  over  an  AppleTalk 
local  network. 

TOPS,  which  recently  changed 
its  name  from  Centram  Systems 
West,  Inc.,  said  the  new  versions 
will  speed  communications  among 
AppleTalk-attached  personal  com¬ 
puters,  enable  personal  computers 
to  share  printers  and  automate  lo¬ 
gon  procedures  for  Macintoshes. 

The  firm’s  TOPS/DOS  Version 
2.0,  which  links  IBM  Personal 
Computers  outfitted  with  a  TOPS 
FlashCard  interface  board,  now  in¬ 
cludes  a  FlashTalk  feature  that 
supports  personal  computer-to-per- 
sonal  computer  communications  at 
770K  bit/sec  over  an  AppleTalk 
net.  Personal  computer-to-Macin- 
tosh  communications  is  still  sup¬ 
ported  at  the  usual  AppleTalk 
speed  of  230K  bit/sec. 

TOPS/DOS  also  enables  network 
users  to  access  printers  dedicated 
to  other  workstations  by  selecting 
that  printer  from  a  TOPS  menu. 

TOPS  will  sell  TOPS/DOS  soft¬ 
ware  separately  from  FlashCard, 
enabling  the  software  to  run  on 
other  vendors’  boards  that  are  de¬ 
signed  to  link  personal  computers 
to  AppleTalk.  The  FlashTalk  fea¬ 
ture,  however,  will  work  only  with 


TOPS’  FlashCard. 

TOPS/Macintosh  Version  2.0, 
which  links  Macintoshes  to  an  Ap¬ 
pleTalk,  enables  users  to  configure 
their  Macintoshes  to  download  se¬ 
lected  network  files  and  make  se¬ 
lected  local  files  available  to  other 
network  devices  automatically,  as 
part  of  the  logon  procedure.  Previ¬ 
ously,  users  had  to  complete  that 
task  manually.  TOPS/Macintosh 
has  also  been  made  compatible 
with  the  Apple  File  Protocol. 

Both  new  versions  enable  users 
to  configure  an  AppleTalk  net  into 
work  groups  linked  via  bridges. 

TOPS  also  released  Version  2.0 
of  its  NetPrint  software,  which  en¬ 
ables  personal  computers  equipped 
with  a  FlashCard  to  print  docu¬ 
ments  on  Apple  Computer’s  La¬ 
serWriter  and  other  printers  sup¬ 
porting  Adobe  Systems,  Inc.’s 
PostScript  page-description  lan¬ 
guage.  The  package  includes  a 
PostScript  translator  that  trans¬ 
lates  documents  from  dot  matrix 
format  to  PostScript. 

TOPS/DOS  and  TOPS/Macintosh 
are  priced  at  $189.  Existing  TOPS/ 
DOS  and  TOPS/Macintosh  users 
can  upgrade  to  Version  2.0  for  $29 
until  March  15,  1988.  TOPS/DOS 
users  who  purchased  the  product 
after  Oct.  1,  1987  will  receive  a 
free  upgrade,  as  will  TOPS/Macin¬ 
tosh  users  who  bought  either  TOPS 
Spool  or  TOPS  Translator  up¬ 
grades. 

TOPS  FlashCard  is  $239.  Net- 
Print  Version  2.0  costs  $189. 

TOPS  is  located  at  Suite  220, 
2560  9th  St.,  Berkeley,  Calif. 
94710,  or  call  (415)  549-5900.0 


►  DIGITAL  EQUIPMENT  CORP. 

DEC  Ethernet  terminal 
server  trims  net  costs 


MAYNARD,  Mass.  —  Digital 
Equipment  Corp.  recently  intro¬ 
duced  an  Ethernet  terminal 
server  that  supports  up  to  128 
devices  and  a  new  single-port 
Ethernet  repeater  that  enables 
up  to  29  devices  to  share  an  Eth¬ 
ernet  interface. 

The  DECserver  500  terminal 
server,  which  supports  a  combi¬ 
nation  of  asynchronous  termi¬ 
nals,  printers,  personal  comput¬ 
ers  and  modems,  enables  con¬ 
nected  devices  to  share  a  single 
link  to  an  Ethernet  backbone, 
thus  reducing  Ethernet  cabling 
and  Ethernet  transceiver  costs. 
The  server  can  be  linked  to  an 
Ethernet  via  a  DEC  H4000  Base¬ 
band  Ethernet  Transceiver,  DEC 
ThinWire  Ethernet  Station 
Adapter  or  DEC  Local  Network 
Interconnect. 

The  DECserver  500  supports 
a  variety  of  interface  boards.  An 
eight-port  RS-232-C  board  sup¬ 
ports  devices  that  occasionally 
need  access  to  a  modem.  The  16- 
port  board  supports  DEC’S  DEC- 
423  interface  that  enables  RS- 
232-C  terminal  and  printer  de¬ 
vices  that  do  not  require  use  of  a 
modem  to  be  located  up  to  1,000 
feet  from  the  server.  DECserver 
500  also  supports  a  16-port  RS- 
422  interface  board. 

The  new  product  comple¬ 
ments  DEC’S  existing  DECserver 
200,  which  links  up  to  eight  ter¬ 


minals  to  an  Ethernet. 

Terminals  linked  to  DEC¬ 
server  500  can  access  DEC  host 
applications  and  other  utilities 
as  if  they  were  connected  to  the 
host  via  a  traditional  asynchro¬ 
nous  controller.  DECserver  500 
will  enable  each  connected  ter¬ 
minal  to  establish  up  to  eight 
concurrent  host  sessions. 

DECserver  500  supports  in¬ 
traserver  communications, 

which  enables  two  attached  de¬ 
vices  to  communicate  without 
accessing  the  Ethernet  network. 

DEC  also  announced  its  DEC 
Single  Port  Ethernet  Repeater 
(DESPR),  which  enables  a  work¬ 
group  of  up  to  29  devices  config¬ 
ured  in  a  daisy  chain  fashion  to 
share  a  single  link  to  an  Ether¬ 
net  backbone.  DESPR  supports  a 
594-ft-long  ThinWire  Ethernet 
cable  segment.  It  repeats  the 
Ethernet  signal  received  from 
attached  devices  and  links  to  the 
backbone  Ethernet  via  a  DEC 
H4000  Baseband  Ethernet 
Transceiver. 

DESPR  is  a  smaller  version  of 
DEC’s  Ethernet  Multiport  Re¬ 
peater,  which  links  eight  Thin¬ 
Wire  Ethernet  segments  to  a 
backbone  Ethernet. 

DECserver  500  costs  $  1 5,250, 
and  DESPR  is  priced  at  $875. 

DEC  is  headquartered  at  146 
Main  St.,  Maynard,  Mass.  01754, 
or  call  (617)  897-5 1 1 1  □ 


MARVIN  CHARTOFF 


When  voice  and  data  meet 


Today,  network  management  must  be 
viewed  from  both  voice  and  data  perspec¬ 
tives.  The  desire  to  integrate  voice  and  data 
within  the  corporation  has  resulted  in  com¬ 
munications  managers’  having  responsibility 
for  both  voice  and  data  networks. 

Managers  with  backgrounds  in  voice  tech¬ 
nology  typically  view  network  management 
as  encompassing  the  monitoring  of  line  sta¬ 
tus  and  quality,  analog  modems  and  other 
transmission-related  equipment,  without  con¬ 
cern  for  the  traffic  sent.  On  the  other  hand, 
managers  from  the  MIS  and  data  processing 
departments  are  more  concerned  with  per¬ 
formance-related  measurements  such  as  line 
utilization,  response  times,  delays,  through¬ 
put  and  protocol  errors. 

These  distinct  perspectives  can  be  broadly 
categorized  as  pertaining  to  the  physical  lev¬ 
el  vs.  the  logical  level  of  a  network.  To  be 
effective  in  conducting  performance  mea¬ 
surement,  problem  management  and  the  de¬ 
livery  of  quality  service  to  the  end-user  com¬ 
munity,  today’s  communications  manager 
needs  to  be  concerned  with  both  aspects  of 
the  network. 

While  a  voice-oriented  network  manager 
may  be  ecstatic  about  a  line  that  is  90%  uti¬ 
lized,  a  data  communications  manager  will 
cringe,  thinking  of  lengthy  response  times. 
Noise  on  a  voice  line  means  the  clarity  of 
the  sound  is  impacted  but  the  message  can 
still  get  through.  Noise  on  a  data  line  means 

Chartoff  is  a  group  manager  at  Network 
Strategies,  Inc.,  a  communications  consult¬ 
ing  firm  in  Fairfax,  Va. 


errors,  retransmissions,  increased  traffic 
loads  and  possible  data  loss.  This  means  that 
both  the  physical  and  logical  aspects  of  a 
data  network  must  be  managed  and  con¬ 
trolled  to  get  a  true  picture  of  its  overall 
condition. 

Tools  exist  to  aid  the  communications 
manager  in  performing  both  types  of  moni¬ 
toring.  Network  management  systems  avail¬ 
able  from  modem  and  T-l  multiplexer  ven¬ 
dors  perform  physical  network  monitoring  to 
determine  whether  a  leased-line  circuit  is  op¬ 
erating  within  specified  analog  parameters 
and  whether  the  modems  and  multiplexers 
attached  to  those  lines  are  operating  correct¬ 
ly.  Analog  parameters  typically  monitored 
by  modem  diagnostic  systems  include  jitter, 
distortion  and  signal-to-noise  ratio.  These 
monitors  allow  communications  managers  to 
identify  whether  a  line  or  modem  is  func¬ 
tioning  properly,  enabling  them  to  present 
the  characteristics  of  the  problem  to  the  lo¬ 
cal  telephone  company  for  resolution. 

While  the  physical  network  is  concerned 
with  lines  and  modems,  the  logical  view  of 
the  network  is  concerned  with  performance. 
Network  performance  includes  total  amount 
of  data  transported  across  the  network,  or 
throughput;  roundtrip  delay  associated  with 
transferring  the  data,  or  response  time;  per¬ 
centage  of  network  capacity  being  used,  or 
line  utilization;  and  percentage  of  time  the 
network  is  in  service,  or  availability. 

Logical  network  monitoring  is  performed 
by  host-based  software  such  as  IBM’s  Net- 
View  or  by  equipment  that  taps  into  the 
lines  of  a  network.  Datascopes,  which  de¬ 


code  data  streams  and  collect  statistics,  are 
limited  to  monitoring  a  single  line  at  a  time. 
Multiline  systems  such  as  Avant-Garde  Com¬ 
puting,  Inc.’s  Net/Alert  or  Dynatech  Data 
Systems’  Prism  provide  a  global  view  of  net¬ 
work  performance. 

While  these  tools  handle  monitoring  of  ei¬ 
ther  the  physical  or  logical  network,  their 
coexistence  is  not  enough.  Today,  data  com¬ 
munications  networks  play  an  integral  part 
in  a  company’s  ability  to  offer  services  to  its 
customers.  Effective  management  and  control 
at  both  the  physical  and  logical  levels  is  re¬ 
quired  to  ensure  that  transfer  of  the  data 
used  in  daily  operations  is  achieved  in  a  re¬ 
liable  and  expeditious  manner,  providing  the 
best  network  services  possible.  Therefore, 
what  is  needed  is  an  integrated  network 
management  system  that  provides  a  view  of 
both  levels  of  the  network. 

Although  IBM  has  some  of  these  capabili¬ 
ties  built  into  its  own  modems,  the  first 
steps  in  this  direction  for  multivendor  envi¬ 
ronments  are  being  taken  by  modem,  multi¬ 
plexer  and  switch  vendors  that  are  provid¬ 
ing  NetView/PC  connections  for  their 
network  management  and  diagnostic  sys¬ 
tems. 

The  desired  system  should  be  highly  intel¬ 
ligent,  able  to  correlate  between  physical 
and  logical  level  alarms  and  determine 
whether  the  problem  is  related  to  poor  quali¬ 
ty  lines,  a  bad  modem  or  a  terminal/proces¬ 
sor.  With  such  a  system,  a  network  manager 
from  a  voice  or  data  background  will  have 
the  necessary  information  and  tools  to  keep 
the  network  running. □ 


NETWORK  MANAGEMENT 


RICHARD  VILLARS 


for  openness 


A  call 

The  successful  deployment  of 
any  future  “open”  network  man¬ 
agement  systems  depends  on 
whether  current  network  manage¬ 
ment  systems  are  opened  to  users. 
This  will  occur  only  if  users  de¬ 
mand  access  to  the  internal  work¬ 
ings  of  the  systems  and  if  vendors 
provide  users  with  the  tools  to 
take  advantage  of  that  access. 

No  network  management  prod¬ 
uct  is  going  to  provide  off-the-shelf 
multivendor  network  management 
until  the  mid-1990s.  The  much- 
touted  Open  Systems  Interconnect 
solution  to  network  management, 
Network  Management  Protocol 
(NMP),  is  at  least  two  years  away 
from  being  even  a  draft  standard, 
and  implementation  of  a  workable 
NMP  interface  by  vendors  can’t  oc¬ 
cur  until  long  after  the  draft  stan¬ 
dard  is  accepted. 

Also,  NetView  and  NetView/PC 
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don’t  provide  extensive  multiven¬ 
dor  management  features,  such  as 
complete  two-way  network  con¬ 
trol,  sought  by  users.  Such  ad¬ 
vanced  features  won’t  be  available 
any  earlier  through  NetView  than 
through  NMP. 

Further,  users  should  assume 
that  no  open  network  management 
package  will  provide  100%  of  what 
they  want.  More  likely,  the  prod¬ 
uct  will  conform  to  the  80/20  rule: 
80%  of  the  packaged  applications 
are  perfect,  but  the  other  20%  are 
superfluous  or  unsatisfactory.  Un¬ 
fortunately,  no  two  users  will  have 
the  same  20%. 

Users  that  successfully  over¬ 
come  these  limitations  will  be 
those  demanding  flexibility  from 
network  management  suppliers. 
Although  network  management 
systems  are  almost  always  fine- 
tuned  to  varying  degrees  to  satisfy 
a  specific  customer’s  needs,  many 
vendors’  implementations  make  it 
exceedingly  difficult  to  make  addi¬ 
tional  changes.  A  vendor’s  net¬ 


work  management  package  must 
have  the  hardware  and  software 
capacity  to  allow  rapid  and  inex¬ 
pensive  user  upgrades. 

The  designs  of  IBM’s  NetView 
and  AT&T’s  recently  announced 
Accumaster  network  management 
products  don’t  address  users’  cur¬ 
rent  needs  for  flexibility. 

The  key  component  of  the  Net- 
View  system  for  multivendor  inter¬ 
faces  is  NetView/PC.  The  current 
processor  base  for  NetView/PC  is 
IBM’s  Personal  Computer  AT.  The 
MS-DOS  operating  system  required 
by  the  Personal  Computer  AT  pro¬ 
vides  little  or  no  programming 
flexibility  for  user-designed  inter¬ 
faces.  AT&T’s  Accumaster  appears 
to  suffer  the  same  disability. 

Additionally,  neither  the  plat¬ 
form  that  AT&T  has  chosen  (the 
DOS-based  6300  series)  nor  the 
Personal  Computer  AT  appears  to 
have  enough  processing  power  to 
meet  the  rapidly  expanding  need 
for  user-designed  applications  and 
interfaces. 


Other  vendors  such  as  Codex 
Corp.  and  Digital  Communications 
Associates,  Inc.  are  following  a 
more  promising  path.  They’ve  cho¬ 
sen  32-bit  workstations  or  mini¬ 
computers  as  processor  platforms 
for  their  network  management 
packages.  These  systems  provide 
users  with  more  processing  power, 
more  detailed  graphics  and,  thanks 
to  their  use  of  the  Unix  operating 
system,  greater  flexibility  in  terms 
of  expansion  and  software  en¬ 
hancements.  However,  such  prod¬ 
ucts  often  limit  easy  user  access  to 
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the  network  management  data 
base. 

Users  with  a  large  installed  base 
of  diverse  equipment  have  little 
choice  but  to  develop  their  own  in¬ 
terfaces.  Users  must  be  able  to  ma¬ 
nipulate  the  data  bases  and  the 
messaging  scheme  of  the  vendor- 
supplied  network  management  sys¬ 
tem  to  create  such  an  interface. 

Manipulation  of  the  network 
management  system  can  be  eased 
for  the  user.  The  vendor  can  use  an 
advanced  data  base  structure  oper¬ 
ating  in  conjunction  with  a  fourth- 
generation  language.  Examples  of 
such  systems  include  Oracle,  Infor¬ 
mix  and  Unify.  These  advanced 
systems  also  enable  the  user  to 
conduct  ad  hoc  queries  of  the  net¬ 
work  management  data  base.  Nei¬ 
ther  relational  data  bases  nor 
fourth-generation  languages  can  be 
considered  effective  network  man- 


faces,  thus  benefiting  both  users 
and  vendors.  It  would  enable  users 
to  implement  networkwide  man¬ 
agement  capable  of  interfacing 
with  multiple  vendors’  products, 
as  well  as  provide  customized  net¬ 
work  management  functions  and 
make  it  easier  to  upgrade  the  sys¬ 
tem. 

Vendors  also  benefit  from  open¬ 
ing  up.  Built-in  flexibility  will  al¬ 
low  vendors  to  respond  to  user  de¬ 
mands  for  new  interfaces  to  third- 
party  products  more  rapidly.  Easy 
manipulation  of  the  management 
package  will  make  the  system 
more  attractive  to  users  and  sys¬ 
tems  integrators  searching  for  net¬ 
work  management  platforms  for 
large  installations.  A  flexible  net 
management  system  also  provides 
greater  flexibility  in  the  choice  of 
attached  equipment. 

The  vendor  of  truly  open  net- 


CONSULTING 


GEORGE  MOSKOFF 


Franchising 
will  never  fly 


agement  tools  as  currently  imple¬ 
mented  on  a  Personal  Computer- 
level  processor.  A  more  powerful 
processor  platform  and  a  more 
flexible  operating  system  such  as 
Unix  is  required. 

Eased  access  to  the  data  base 
would  open  up  a  vendor’s  network 
management  system  to  externally 
developed  applications  and  inter¬ 


work  management  systems  will 
reap  not  only  greater  initial  sales 
but  also  the  opportunity  to  test  its 
system  in  a  wide  variety  of  multi¬ 
vendor  environments  through 
large  users  and  systems  integra¬ 
tors.  And  that  could  result  in  a  bet¬ 
ter  tested,  more  widely  applicable 
and  sellable  product  for  network 
management.  □ 


Several  consulting  organiza¬ 
tions  have  recently  begun  toying 
with  the  concept  of  franchising 
telecommunications  consulting 
services.  Users  should  have  se¬ 
vere  reservations  about  obtain¬ 
ing  consulting  services  from 
such  organizations  for  a  number 
of  reasons  —  not  the  least  of 
which  is  the  dynamic  nature  of 
the  communications  industry. 

In  the  consulting  business,  the 
consultant’s  first  job  is  to  assess 
the  client’s  needs.  The  second 
step  is  to  examine  why  the  us¬ 
er’s  current  network  isn’t  work¬ 
ing  well. 

Because  all  communications 
technologies  and  organizational 
interests  are  dynamically  inter¬ 
related,  identifying  problems 
and  developing  workable  solu¬ 
tions  to  them  aren’t  necessarily 
the  result  of  a  linear  decision¬ 
making  process  that  relies  upon 
pat  formulas. 

In  other  words,  good  counsel 
can’t  be  derived  from  purely  lin¬ 
ear  solutions.  If  it  could  be, 
franchised  communications  con¬ 
sultants  would  have  an  advan¬ 
tage  over  independent  consul¬ 
tants  simply  because  franchising 
is  designed  to  sell  commodities 
—  in  this  case,  boilerplate  solu¬ 
tions  to  standard  problems. 

However,  communications 
consultants  aren’t  dealing  with 
commodities;  they’re  dealing 
with  continuously  changing  mar¬ 
ket  information  and  client 
needs. 

Given  the  dynamics  involved 
in  terms  of  client  needs  and  the 
rapid  pace  of  technology,  there 
are  few  pat  solutions  available 
for  the  many  problems  a  consul¬ 
tant  might  address. 

A  second  problem  with  the 
concept  of  franchising  communi¬ 
cations  consulting  concerns  the 
expertise  and  skills  required  of 
individual  consultants.  To  be 
able  to  identify  and  solve  user 
problems  successfully,  communi¬ 
cations  consultants  must  wear 
many  occupational  hats.  They 
must  have  experience  in  sales, 
management  and  operations  and 
possess  solid  oral  and  written 
communications  skills. 

Because  communications  tech¬ 
nologies  change  so  rapidly,  con¬ 
sultants  must  be  effective  inter¬ 
preters  and  teachers  in  their 
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dealings  with  clients.  In  fact,  cli¬ 
ent  education  is  an  area  in 
which  many  experienced  consul¬ 
tants  fall  short  today.  To  be  able, 
to  educate  clients  and  assess 
their  needs,  consultants  need  a 
strong  background  in  communi¬ 
cations  technologies,  marketing, 
project  management,  vendor 
management  and  client  manage¬ 
ment. 

The  purpose  of  a  franchise  is 
to  ensure  users  receive  services 
of  consistent  quality.  But  a  fran¬ 
chisor  would  find  it  difficult  to 
determine  which  consultant 
franchisees  have  the  right  mix 
of  qualifications.  And,  because 
there’s  so  much  to  learn,  the 
possibility  of  any  franchise  or¬ 
ganization  setting  up  a  compre¬ 
hensive  training  program  seems 
remote  at  best. 

Even  if  it  were  possible,  fran¬ 
chise-trained  consultants  would 
still  lack  the  knowledge  that  can 
only  be  gathered  through  time 
and  on-the-job  experience. 

Aside  from  the  problems  asso¬ 
ciated  with  assembling  a  large 
force  of  individually  qualified 
and  experienced  telecommunica¬ 
tions  consultants,  franchising  or¬ 
ganizations  face  two  other  sig¬ 
nificant  challenges  —  recog¬ 
nition  and  acceptance.  For  a 
consulting  organization  to  suc¬ 
ceed  in  selling  franchises  nation¬ 
wide,  it  would  need  positive  na¬ 
tional  recognition,  strong  fund¬ 
ing  and  an  impressive  existing 
client  base. 

To  date,  there  doesn’t  appear 
to  be  any  consulting  corporation 
considering  franchising  that  can 
meet  all  three  criteria  adequate¬ 
ly.  When  and  if  the  time  comes 
for  such  a  corporation  to 
emerge,  it  will  also  have  to  deal 
with  user  and  vendor  acceptance 
of  the  concept. 

At  this  point,  the  communica¬ 
tions  industry  may  be  too  imma¬ 
ture  to  make  knowledgeable 
judgments  about  franchise  con¬ 
sulting.  Until  mechanisms  exist 
to  ensure  that  the  minimum 
standards  of  the  parent  compa¬ 
ny  are  met  by  all  franchise  own¬ 
ers,  nonacceptance  of  and  poor 
performance  by  franchisees  will 
have  a  negative  effect  on  the 
telecommunications  industry  as 
a  whole. 

Although  it’s  still  too  early  to 
determine  how  franchise  con¬ 
sulting  will  work  and  how  it 
will  be  received,  users  should 
approach  such  organizations 
with  caution.  □ 
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From  previous  page 
proving  to  be  extremely  efficient, 
cost-effective  telecommunications 
tools.  These  networks  offer  such 
potential  advantages  as  packet 
switching  at  4.8K  bit/sec  with  er¬ 
ror  correction  optimized  for  mobile 
environments,  sophisticated  termi¬ 
nals  with  user-programmable  and 
specialized  keys  and  computer-aid¬ 
ed  dispatch  software  for  prepro¬ 
grammed  messages  and  fill-in-the- 
blanks  forms. 

One  disadvantage  of  such  pri¬ 
vate  systems  is  their  cost.  In  addi¬ 
tion  to  the  cost  of  establishing  a 
system  of  radio  towers,  the  porta¬ 
ble  terminals  can  cost  from  $3,000 
to  $5,000  each.  Since  most  compa¬ 
nies  using  mobile  data  radio  have 
been  doing  so  for  only  a  relatively 
short  time,  exact  cost-effectiveness 
and  break-even  figures  aren’t 
widely  available. 

Hello,  mobile  data 

Mobile  Data  International  (MDI) 
in  Richmond,  B.C.,  has  gained  con¬ 
siderable  publicity  by  supplying 
Federal  Express  Corp.  with  some 
16,000  vehicular  and  400  hand¬ 
held  clipboard-type  portables.  The 
Dallas  Police  Department  is  anoth¬ 
er  major  user  of  MDI  terminals. 

David  Morgan,  director  of  infor¬ 
mation  services  for  the  city  of  Dal¬ 
las,  says  the  police  department 
desperately  needed  the  additional 
information-handling  capability  of 
the  data  system. 

Instead  of  switching  to  another 
frequency  band  and  spending  $20 
million  to  $25  million  to  replace 
3,000  items  of  equipment,  he  opted 
for  a  $3  million  mobile  data  system 
and  dedicated  one  of  the  depart¬ 
ment’s  existing  radio  channels  ex¬ 
clusively  to  data  transmission. 

So  far,  the  system  has  been  very 
effective.  Morgan  estimates  that 
queries  by  Dallas  police  for  data 
have  been  reduced  from  four  or 
five  minutes  to  10  or  15  seconds. 
The  mobile  data  system  will  extend 
the  life  of  the  current  telecom¬ 
munications  network  by  10  years, 
Morgan  says. 

Victor  Dizengoff,  president  of 
Vital  Two-Way  Radio  Cab,  a  New 
York  taxi  company,  says  MDI’s 
taxi  dispatch  system  has  “height¬ 
ened  the  efficiency  of  the  entire 
operation.” 

The  system,  which  cost  almost 
$1  million,  has  reduced  the  number 
of  dispatchers  needed,  provided  a 
wealth  of  hard-copy  reports  and 
eliminated  the  radio  chatter  in  tax¬ 
is  that  irritated  passengers,  he 
says.  Reports  from  drivers  con¬ 
cerning  cab  locations  and  use  allow 
managers  to  note  peak  usage  times, 
cabs  used  and  areas  served  during 
different  times  of  day.  . 

Motorola,  Inc.  of  Schaumberg, 
Ill.,  is  currently  building  what  it 
calls  its  Data  Radio  Network  in 
two  versions:  one  for  shared,  mul¬ 
ticompany  use  and  the  other  for 
use  by  single  companies. 

Operating  at  800  Mhz,  these 
wide-area  networks  transmit  at 
4.8K  bit/sec  with  an  effective 
throughput  of  about  2,200  bit/sec. 
Costs  per  user  average  $175  to 
$200  per  day.  Currently  available 
in  Chicago  and  Los  Angeles,  the 
network  will  soon  be  operational  in 


New  York,  according  to  Motorola 
Sales  Manager  Douglas  Friedman. 

The  Data  Radio  Network  has  its 
origin  in  the  Digital  Communica¬ 
tions  System  that  Motorola  de¬ 
signed  for  IBM.  More  than  20,000 
IBM  field  personnel  in  more  than 
300  cities  are  using  this  system. 

The  Yellow  Cab  Co.  in  Fort  Lau¬ 
derdale,  Fla.,  is  beta  testing  a  ver¬ 
sion  of  Motorola’s  Data  Radio  Net¬ 
work.  Mike  Gaddis,  president  of 
Yellow  Cab,  says  he  chose  Motoro¬ 
la’s  equipment  partly  because  of 
its  capacity.  He  explains  that  as 
many  as  1,500  calls  can  be  accom¬ 
modated  on  a  single  channel.  The 
network  has  already  cut  in  half  the 


time  needed  to  dispatch  calls  dur¬ 
ing  peak  hours,  he  says. 

Management  concerns 

The  Los  Angeles  Sheriff’s  De¬ 
partment  chose  ElectroCom  Auto¬ 
mation,  Inc.  of  Arlington,  Texas,  as 
turnkey  provider  for  the  $57.5  mil¬ 
lion  upgrade  of  its  telecommunica¬ 
tions  system. 

Lt.  Robert  Elson,  deputy  project 
manager  for  police  mobile  digital 
communications  systems,  suggests 
that  companies  considering  a  mo¬ 
bile  data  system  should  first  “fully 
understand  and  define  operational 
requirements  and  commit  them  to 
writing.  Don’t  assume  another 
company  will  know  how  you  do 
your  business.” 

Elson’s  contract  with  Electro¬ 
Com  stipulates  that  the  company 
must  inform  his  department  of  new 
technologies  —  even  from  compet¬ 
ing  companies  —  that  could  im¬ 
prove  the  data  network. 

Jeff  Morris,  manager  of  market 
development  for  MDI,  recommends 
that  telecommunications  planners 
pay  special  attention  to  both  the 
capacity  of  telephone  or  dedicated 
data  lines  running  to  the  host  com¬ 
puter  and  the  capacity  of  the  host 
computer’s  software.  Morris  ex¬ 
plains  that  once  field  personnel  be¬ 
gin  using  mobile  terminals,  data 
base  inquiries  can  increase  five  to 
10  times. 

Jim  Moore,  managing  director  of 
engineering,  planning  and  network 
systems  for  Federal  Express  in 
Memphis,  Tenn.,  says  it’s  impor¬ 
tant  to  determine  a  user  company’s 
communications  bottlenecks. 

Moore  recommends  maintaining 
control  over  as  much  of  the  net  as 
possible  to  avoid  obsolescence. 

Federal  Express,  for  example, 
owns  its  own  transmission,  receiv¬ 
ing  and  terminal  equipment,  and  it 
leases  its  towers.  The  company 
also  develops  its  own  software.  Pe¬ 
riodic  upgrades  are  implemented 
every  month  or  so,  using  in-house 
and  third-party  programmers. 

Moore  emphasizes  the  impor¬ 
tance  of  software-driven  networks 
to  reduce  the  time  and  money 


spent  in  upgrading  system  hard¬ 
ware  when  capacity  needs  change. 

Cellular  data 

The  advantages  of  800-MHz  cel¬ 
lular  radio  for  voice  are  well- 
known.  Since  it  is  a  common  carri¬ 
er  system,  any  business  or 
individual  may  obtain  service,  and 
the  user  doesn’t  have  to  maintain 
the  network.  Transmission  is  usu¬ 
ally  clear,  with  little  or  no  interfer¬ 
ence  from  other  telephones  or  out¬ 
side  media  such  as  two-way  radio. 
Also,  cellular  telephone  prices  are 
dropping  due  to  increased  competi¬ 
tion.  The  average  price  for  a  car 
set  is  down  to  about  $1,200. 


A  disadvantage  of  using  cellular 
for  data  transmission,  however,  is 
what  is  known  as  handoff.  As  a  ve¬ 
hicle  travels  across  a  coverage 
area,  or  cell,  the  central  cellular 
terminal  automatically  hands  off 
the  signal  to  different  antennas 
and  different  frequencies  in  the 
next  cell. 

Even  when  the  cellular  phone  is 
stationary,  handoff  can  occur  if 
the  switch  determines  that  one  cell 
site  is  receiving  too  much  traffic. 
In  the  fraction  of  a  second  neces¬ 
sary  for  handoff,  a  data  connection 
can  be  broken. 

There  are  two  ways  of  dealing 
with  this  problem:  Ignore  it  or  cor¬ 
rect  it.  Until  recently,  most  cellular 
data  transmission  took  place  at 
300  bit/sec.  At  such  a  slow  speed, 
very  little  data  is  lost  and  it’s  easy 
for  a  cellular  subscriber  to  reestab¬ 
lish  contact.  At  the  newer,  faster 
standard  speed  of  1,200  bit/sec, 
the  problem  is  not  as  easy  to  ig¬ 
nore;  another  solution  is  needed. 

This  other  solution  is  to  use  er¬ 
ror-correcting  software.  Spectrum 
Cellular  Corp.  of  Dallas,  a  pioneer 
in  cellular  data  transmission,  of¬ 
fers  a  $695  300/1,200  bit/sec  mo¬ 
dem  with  proprietary  error-cor¬ 
recting  software  for  dealing  with 
handoff.  The  company  recently  en¬ 
tered  into  a  joint  venture  with  Om- 
niTel,  Inc.  in  Fremont,  Calif.,  to  de¬ 
velop  a  2,400  bit/sec  modem. 

Of  course,  as  most  cellular  data 
users  find  it  rather  difficult  to 
type  and  drive  at  the  same  time, 
data  is  almost  always  sent  when 
the  vehicle  is  parked  and,  there¬ 
fore,  handoff  problems  are  less 
likely. 

Spectrum  has  identified  two  pri¬ 
mary  audiences  for  its  products: 
police  and  fire  departments.  Fire 
departments  have  been  using  cellu¬ 
lar  data  systems  to  access  data 
bases  with  detailed  information 
for  identifying  and  controlling  haz¬ 
ardous  materials.  Spectrum  sells 
its  HazCom  I  kit  containing  a  cellu¬ 
lar  phone,  modem,  Zenith  Z-181 
laptop  computer,  printer,  battery 
pack,  antenna  and  software  for 
$6,500. 


Lt.  Jack  Joyce,  response  officer 
for  hazardous  materials  for  the 
Boston  Fire  Department,  says  Haz¬ 
Com  I  has  solved  problems  the  fire¬ 
fighters  used  to  encounter  when 
trying  to  access  data  bases  using 
standard  telephones  and  lines  in 
an  emergency. 

Without  the  system,  firefighters 
must  first  locate  a  telephone  and 
then  try  to  fit  an  acoustic  coupler 
on  the  telephone’s  handset.  They 
also  have  to  hope  the  local  private 
branch  exchange  will  accommo¬ 
date  data  communications.  The  de¬ 
partment  now  has  a  van  equipped 
with  the  Hazcom  system,  allowing 
firefighters  to  dial  directly  into  the 
data  bases  from  a  command  posi¬ 
tion  right  on  the  emergency  site. 

Spectrum  isn’t  alone  in  the  cellu¬ 
lar  data  modem  market.  Beta  Busi¬ 
ness  Systems  Corp.  in  San  Diego  is 
selling  a  300/1,200  bit/sec  modem 
without  error-correction  software 
for  $395.  Grant  Freeman,  manager 
of  the  Communications  Systems 
Group  for  Beta  Business  Systems, 
says  a  wide  variety  of  nonpropri¬ 
etary  error-correction  programs 
are  available. 

Morrison  &  Dempsey  Communi¬ 
cations  in  Northridge,  Calif.,  offers 
a  300/1,200  bit/sec  modem  with 
the  Microcom  Network  Protocol 
that  costs  approximately  $100  less 
than  Spectrum’s  modem.  The  com¬ 
pany  also  is  one  of  several  market¬ 
ing  interface  devices  that  allow 
peripherals,  such  as  laptop  com¬ 
puters  and  facsimile  machines,  to 
be  connected  to  standard  cellular 
phones. 

Within  the  next  year,  as  many 
as  a  half-dozen  facsimile  machines 
could  be  unveiled  for  cellular  use. 
Spectrum  is  selling  a  facsimile  ma¬ 
chine  manufactured  by  Japan  Ra¬ 
dio  Corp.  for  about  $1,200.  NEC 
Corp.  and  Oki  Telecom  have  dem¬ 
onstrated  prototypes.  Zytec  Sys¬ 
tems,  Inc.  in  Dallas  is  collaborating 
with  SG  Corp.  of  Tokyo  to  deliver  a 
cellular  facsimile  machine  in  Janu¬ 
ary  1988. 

Specialized  mobile  radio 

A  few  operators  of  specialized 
mobile  radio  (SMR)  systems  have 
been  exploring  the  potential  of  us¬ 
ing  their  systems  for  low-cost  data. 
SMRs  are  private  systems,  licensed 
for  five  to  20  channels,  for  busi¬ 
ness  use  only.  Pacific  Mobile  Com¬ 
munications  of  Stanton,  Calif.,  is 
one  such  provider.  Gene  Clothier, 
president  of  Pacific  Mobile,  says 
the  company  started  testing  data 
transmission  over  its  California 
SMR  network  in  September. 

Clothier  says  several  companies 
are  already  interested  in  using 
SMRs  for  data.  For  example,  a  com¬ 
pany  that  cleans  sewers  and  drains 
now  uses  radio  to  send  detailed  in¬ 
structions  to  its  service  people, 
who  aren’t  always  highly  skilled. 

Car  54,  where  are  you? 

Automatic  vehicle  location 
(AVL)  and  two-way  data  communi¬ 
cations  are  the  major  applications 
being  touted  by  two  new  categories 
of  satellite  companies:  radio  deter¬ 
mination  and  mobile  communica¬ 
tions. 

Geostar  Corp.  in  Washington, 
Continued  on  page  36 


Federal  Express’  Moore  recommends 
maintaining  control  over  as  much  of 
the  network  as  possible  to  avoid 
obsolescence. 
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Continued  from  page  1 

evolving  Open  Systems  Intercon¬ 
nect  (OSI)  standards  while  also 
keeping  pace  with  its  competitors 
in  providing  connectivity  to  stan¬ 
dard-setter  IBM. 

“When  we  look  at  the  market¬ 
place,  we  see  IBM’s  SNA  as  a  de 
facto  industry  standard,”  says  Jo¬ 
anne  Womboldt,  Prime’s  senior 
manager  of  communications  sys¬ 
tems  marketing.  “In  fact,  IBM’s 
BSC  protocol  is  still  a  baseline  for 
intervendor  communications.  OSI 
will  come,  but  we  want  to  offer  so¬ 
lutions  that  can  be  used  until  it  ar¬ 
rives.” 

John  McCarthy,  research  man¬ 


ager  at  Cambridge,  Mass. -based 
Forrester  Research,  Inc.,  isn’t  con¬ 
vinced  Prime  has  the  resources  to 
keep  pace  with  IBM  protocols  and 
move  toward  OSI  standards  simul¬ 
taneously.  He  points  out  that 
Prime,  with  less  than  $900  million 
in  sales  last  year,  is  significantly 
smaller  than  rivals  HP  and  Wang, 
not  to  mention  DEC. 

Interim  solutions 

The  Department  of  Defense’s 
Transmission  Control  Protocol/In¬ 
ternet  Protocol  and  the  AT&T-de- 
veloped  Unix  operating  system  are 
also  vehicles  Prime  believes  will  al¬ 
low  it  to  reach  new  markets  imme¬ 
diately  while  continuing  to  move 
toward  OSI  standards. 


To  take  advantage  of  what 
Womboldt  describes  as  the  “Unix 
opportunity  marketplace,”  Prime 
this  spring  released  its  EXL  316  su¬ 
permicrocomputer,  which  the  com¬ 
pany  says  is  designed  for  high¬ 
speed  multiuser  applications. 
“When  you  go  a  step  beyond  the 
PC,  MS-DOS  and  [Operating  Sys¬ 
tem/2]  to  the  area  of  developing 
technologies,  there’s  a  lot  of  inno¬ 
vation  that’s  Unix-based,”  Wom¬ 
boldt  says. 

Jeff  Bernard,  product  manager 
for  the  Entry  Level  Systems  Busi¬ 
ness  Group,  which  handles  the 
EXL  316,  agrees,  adding  that 
Prime  developed  its  EXL  316  spe¬ 
cifically  to  tap  into  this  market. 

Continued  on  next  page 
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“We’re  interested  in  complying 
with  the  increasing  demand  for 
open,  standards-based  hardware 
and  software  platforms,”  Bernard 
says.  “That  led  us  to  a  Unix-based 
situation.” 

According  to  Womboldt,  Prime  is 
implementing  the  Unix  System  V 
Release  3  standard  as  well  as  the 
System  V  Interface  Definition,  a 
government  specification  for  Unix. 

Betting  on  TCP/IP 

While  industry  sources  and  us¬ 
ers  view  TCP/IP  as  an  interim  solu¬ 
tion  that  will  fade  away  when  OSI 
is  complete,  Prime  is  betting  the 
protocol  has  a  reasonably  long  and 
useful  life  ahead. 

“Communications  products  take 
a  long  time  to  fade  away,”  Wom¬ 
boldt  says.  “Even  after  a  viable  re¬ 
placement  is  available,  it  takes 
about  five  years  for  the  transition 
to  the  new  product  to  take  place. 
For  example,  many  people  are  us¬ 
ing  BSC  [remote  job  entry]  even 
though  SNA  is  about  five  years 
old.” 

In  addition  to  the  EXL  316  and 


the  50  Series  minicomputers, 
which  form  the  backbone  of  its 
business,  Prime  sells  a  repackaged 
three-dimensional  graphics  work¬ 
station  from  Sun  Microsystems, 
Inc.  and  markets  it  as  the  WS  3600. 
Both  the  Sun  workstation  and  the 
EXL  316  support  TCP/IP  protocols. 

The  WS  3600  implements  the 


Network  File  System  (NFS)  proto¬ 
col  for  file  transfer  above  TCP/IP, 
and,  according  to  Womboldt,  Prime 
is  likely  to  offer  NFS  on  any  new 
system  the  company  develops  for 
the  computer-aided  design  and 
manufacturing  environment. 

The  company  is  currently  beta 
testing  TCP/IP  for  its  50  Series 
minicomputers,  but  Womboldt  de¬ 


clined  to  reveal  when  TCP/IP  sup¬ 
port  will  become  widely  available. 
The  Sun  workstation  uses  the 
Berkeley  Version  4.2  of  the  Unix 
operating  system. 

Prime  has  also  pledged  to  sup¬ 
port  the  File  Transfer  Protocol 
(FTP)  with  every  implementation 
of  TCP/IP.  “What  NFS  does  is  al¬ 


low  you  to  do  remote  record  ac¬ 
cess,”  Womboldt  explains.  “FTP, 
on  the  other  hand,  allows  you  to 
transfer  a  file.  They’re  complemen¬ 
tary  capabilities.” 

Implementing  TCP/IP  isn’t  with¬ 
out  problems,  according  to  Wom¬ 
boldt,  who  sees  OSI  solving  some  of 
the  difficulties  inherent  in  using 
TCP/IP.  “OSI  will  offer  better  in¬ 
teroperability  because  different 
vendors  implement  TCP/IP  slightly 
differently.  OSI  can  fix  that,  but 
it’s  not  here  today.” 

When  OSI  is  more  fully  devel¬ 
oped,  Womboldt  says  she  believes 
there  will  be  test  suites  available 
where  third-party  agencies  will  de¬ 
termine  if  vendors  are  meeting 
standards. 

“One  reason  X.25  is  so  popular 
and  so  universally  used  is  because 
the  packet  switchers,  like  Telenet 
[Communications  Corp.]  in  the  U.S. 
and  the  PTTs  overseas,  offer  test¬ 
ing,”  Womboldt  says. 

Early  X.25  implementor 

One  form  of  connectivity  that 
Prime  has  been  able  to  deliver 
quite  well  is  X.25.  The  company 
was  one  of  the  first  minicomputer 
vendors  to  support  the  standard 
with  the  introduction  of  Primenet 
X.25  in  1979.  Primenet  X.25  allows 
remote  terminals  connected  to  a 
packet  assembler/disassembler  to 
log  on  to  any  system  on  an  X.25 
network  as  if  the  terminals  were  a 
local  user  (see  chart  on  this  page). 

“Prime  has  been  very  strong  and 
progressive  in  its  X.25  support,” 
says  William  Riess,  chairman  of 
the  National  Prime  Users  Group’s 
networking  special  interest  group. 
“They  follow  the  standard  very 
closely  and,  where  most  vendors 
only  support  the  1980  standard, 
they’re  already  progressing  to  the 
1984  revision.” 

Riess,  a  senior  engineer  at  a 
large  Midwestern  utility,  operates 
his  own  internal  X.25  network  as 
well  as  a  connection  to  Tymnet, 
and  he  says  he  has  not  encoun¬ 
tered  any  problems  with  Prime’s 
implementation  of  X.25. 

Consultants  and  other  users 
echo  Riess’  praise  of  Prime’s  X.25 
implementation.  “We’ve  never  had 
any  trouble  running  Prime’s  X.25 
to  just  about  anything  we’ve  want¬ 
ed  to,”  says  Michael  O’Rear,  man¬ 
ager  of  operations  for  systems  and 
special  projects  at  the  University 
of  Southern  California  in  Los  An¬ 
geles. 


While  Prime  wins  nearly  univer¬ 
sal  praise  for  its  X.25  capabilities, 
the  reviews  are  mixed  when  it 
comes  to  IBM  connectivity.  The 
company  has  a  suite  of  remote  and 
direct-connect  SNA  links  that  pro¬ 
vide  terminal-emulation  and  file- 
transfer  capability. 

Forrester’s  McCarthy  criticizes 
Prime  for  not  offering  a  connection 
to  IBM’s  Professional  Office  Sys¬ 
tems  or  DISOSS  and  says  the  com¬ 
pany  will  have  to  move  to  provide 
links  to  IBM’s  LU  6.2.  “They’re  late 
in  introducing  these  products,”  he 
says.  “They  don’t  see  a  lot  of  de¬ 
mand  for  it  in  their  accounts  be¬ 
cause  they’re  not  in  the  big  lead¬ 
ing-edge  accounts.  The  issue  is 
whether  they’re  going  to  be  a  lead¬ 
ing-edge  vendor  or  a  me-too  ven¬ 
dor.  If  they’re  really  going  to  make 
a  run  at  the  Fortune  1,000,  they’ve 
got  to  get  aggressive  in  the  IBM  in¬ 
terconnect  area.” 

While  Prime  says  it  is  committed 
to  LU  6.2,  the  company  is  less 
straightforward  about  other  IBM 
products.  Says  Gerry  Kokos,  direc¬ 
tor  of  Prime’s  Office  Systems  Busi¬ 
ness  Group,  “Since  SNA  [Distribu¬ 
tion  Services],  [Document 
Interchange  Architecture/Docu¬ 
ment  Content  Architecture]  and 
DISOSS  are  unannounced  commu¬ 
nications  products,  I  can’t  com¬ 
ment  about  their  specific  develop¬ 
ment,  but  Prime  has  stated  its 
intent  to  support  industry  stan¬ 
dards  once  they’re  established.” 

Riess  defends  Prime’s  slowness 
in  supporting  IBM  standards. 
“They  don’t  do  LU  6.2  yet  because 
IBM  hasn’t  said  exactly  what  LU 
6.2  does.  It’s  hard  to  implement 
something  when  you’re  trying  to 
aim  for  a  moving  target.” 

Riess  also  expresses  satisfaction 
with  Prime/SNA,  the  company’s 
suite  of  SNA  products.  “We  served 
as  a  beta  site  for  it,  and  since  the 
glitches  were  worked  out,  we’ve 
been  very  happy  with  it,”  he 
notes. 

Riess  is  testing  Prime’s  recently 
released  Prime/SNA  Application 
Program  Interface,  which  provides 
direct  information  exchange  be¬ 
tween  an  application  running  on  a 
Prime  50  Series  minicomputer  and 
an  application  running  on  an  SNA 
LU  2  host. 

“It  gives  you  an  interface  simi¬ 
lar  to  LU  6.2,  but  not  quite,”  Riess 
says.  “It  stays  on  the  interactive 
side  and  uses  the  same  verbs  as  LU 
6.2,  so  the  applications  can  be  easi¬ 
ly  ported  to  LU  6.2.” 

Dan  Olsen,  supervisor  of  Prime 
technical  services  at  Montana  Pow¬ 
er  Co.  in  Butte,  Mont.,  is  a  Prime 
user  who  is  waiting  for  the  com¬ 
puter  maker  to  implement  Ad¬ 
vanced  Program-to-Program  Com- 
munications/LU  6.2.  Olsen’s  group 
at  Montana  Power  performs  finan¬ 
cial  analysis  and  designs  rates  for 
the  utility.  Much  of  the  data  the 
group  works  with  is  from  customer 
records  that  are  stored  on  IBM 
equipment. 

According  to  Olsen,  the  file 
sharing  between  IBM  and  Prime  is 
inadequate.  Currently,  Montana 
Power  is  using  Prime’s  EMHASP 
product,  which  emulates  the  IBM 
multileaving  RJE  workstation  and 
allows  communications  with  a  host 
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General  intervendor  connectivity  products 

•  Transmission  Control  Protocol/Internet  Protocol  support  —  WSI  300  (for  50  Series), 
EXLTCP/IP  (for  EXL  316  supermicro).  Capability  bundled  with  PXCL  5500  and  WS  3600 
computer-aided  design  and  manufacturing  workstations.  Allows  computers  supporting 
TCP/IP  over  Ethernet  to  exchange  files  with  and  log  on  to  Prime  computers.  Provides  con¬ 
nectivity  with  IBM  9370  (interfaces  for  other  IBM  computers  are  available  from  third  par¬ 
ties),  Digital  Equipment  Corp.,  Data  General  Corp.,  Sun  Microsystems,  Inc.  and  Apollo 
Computer,  Inc.  computers.  Also  supports  IBM  Personal  Computers  and  Apple  Computer, 
Inc.  Macintoshes  via  Ethernet  interfaces. 

Prime  BSC  2780  —  supports  file  transfer  through  remote  job  entry  (RJE)  subsystem  for 
DEC,  Wang  Laboratories,  Inc.,  Control  Data  Corp.  and  Unisys  Corp.  environments. 

Primenet  X.25  —  allows  users  to  perform  intervendor  program-to-program  communica¬ 
tions  via  Prime's  Interprocess  Communications  Facility  X.25  interface  routines. 

Network  File  System  —  allows  users  on  Apollo,  WS  3600  (built  by  Sun)  and  PXCL  5500 
CAD/CAM  workstations  to  share  files  transparently. 

BM  /  /  /:  f  V  |  #  ’U  "Jj 

Prime/SNA  Server  —  provides  services  of  a  Systems  Network  Architecture  PU  2  node. 
Along  with  the  Intelligent  Communications  Subsystem  Controller/3,  it  handles  the  Syn¬ 
chronous  Data  Link  Control  link  layer  and  physical  layer  for  Prime/SNA. 

Prime/SNA  Interactive  —  enables  50  Series  systems  to  emulate  IBM  3274  and  3276 
control  units.  3278  display  stations,  and  3287  and  3289  printers,  in  conjunction  with  the 
Prime  PT200  terminal,  an  IBM  Personal  Computer  or  compatible  or  an  Apple  Macintosh 
running  Primelink. 

Prime/SNA  Remote  Job  Entry  —  enables  50  Series  systems  to  emulate  an  IBM  3776 
Model  3  Multiple  Logical  Unit  workstation. 

Prime/SNA  Application  Program  Interface  —  provides  direct  information  exchange  be¬ 
tween  an  application  program  running  on  a  50  Series  system  and  an  application  running 
on  an  SNA  host  over  LU  2  protocols.  Provides  a  migration  path  to  Prime’s  future  imple¬ 
mentation  of  Advanced  Program-to-Program  Communications/LU  6.2. 

Prime  EMHASP  —  emulates  the  IBM  multileaving  RJE  workstations,  allowing  communica¬ 
tions  with  a  host  supporting  the  IBM  HASP  II  Workstation  multileaving  protocol. 

Prime  EMX80  —  emulates  IBM  2780  or  3780  communications  terminals,  allowing  com¬ 
munications  to  a  host  supporting  either  terminal. 

Prime  Distributed  Processing  Terminal  Executive  (DPTX)  —  comprises  three  modules: 
DPTX/DSC  allows  a  50  Series  system  to  emulate  IBM  3271/3277  and  3284/86/88  de¬ 
vices;  DPTX/TSF  allows  IBM  3271/3277  users  to  access  applications  on  the  50  Series; 
and  DPTX/TCF  allows  IBM  3271/3277  devices  to  pass  through  the  50  Series  to  an  IBM 
host.  Also  provides  a  programming  interface  for  appli>ation-to-application  communica¬ 
tions. 


•  Primelink  —  host-to-IBM  Personal  Computer,  compatibles  and  Apple  Macintosh  software 
for  PT200  terminal  emulation,  file  transfer  and  virtual-disk  capabilities  over  asynchronous 
lines  and  802.3  networks. 

•  Merge  386  —  allows  a  Prime  EXL  316  to  run  multiple  MS-DOS  and  AT&T  Unix  System  V. 3 
processes  concurrently  on  the  same  processor. 

•  PC  Interface  —  lets  IBM  Personal  Computers  and  compatibles  share  data  with  the  Prime 
EXL  316  system  and  with  other  personal  computer  users.  Provides  terminal  emulation, 
virtual  disk,  printer  access  and  ability  to  use  Unix  calls  within  MS-DOS. 


•  Prime  200UT  —  file  transfer  through  200UT  RJE  emulator. 


•  Prime  General  Remote  Terminal  Supervisor  —  file  transfer  through  RJE  subsystem. 


•  Prime  1004  —  file  transfer  through  RJE  Univac  1004  emulator. 

SOURCE:  PRIME  COMPUTER.  INC.,  NATICK,  MASS. 


Implementing  TCP/IP  isn’t  without 
problems,  says  Prime’s  Womboldt, 
who  sees  OSI  solving  some  of  the 
difficulties  inherent  in  using  TCP/IP. 
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PRIME  AIMS  HIGH 


Prime’s  Open  Systems  Interconnect  (OSI) 
migration  strategy 


Services  (OSI 
Layers  6  and  7) 


Transport  (OSI 
Layers  4  and  5) 


Links  (OSI 
Layers  1,  2  and 
3) 


Today  Interim  Future 


FTAM  File  Transfer  and  Access  Method 

ISDN  Integrated  Services  Digital  Network 

MAP  Manufacturing  Automation  Protocol 

TCP/IP  Transmission  Control  Protocol/Internet  Protocol 

TOP  Technical  and  Office  Protocol 


SOURCE:  PRIME  COMPUTER.  INC..  NATICK.  MASS. 


supporting  the  IBM  HASP  II  work¬ 
station  multileaving  protocol.  Ol¬ 
sen  has  considered  using  the 
Prime/SNA  product,  but  he  says 
for  his  needs,  it  would  not  be  much 
of  an  improvement  over  EMHASP. 

Dennis  Apostolos,  senior  com¬ 
puter  systems  analyst  at  Pruden¬ 
tial  Property  and  Casualty  Insur¬ 
ance  Co.  in  Holmdel,  N.J.,  is  in  the 
process  of  installing  Prime/SNA  to 


allow  Prime  terminals  to  emulate 
IBM  terminals  and  perform  file 
transfer  from  the  IBM  host. 

“I  don’t  anticipate  any  prob¬ 
lems,”  Apostolos  says.  ‘‘It’s  an 
RJE-based  transfer.  Prime’s  used 
RJEs  with  IBM  for  years  now.” 
Prudential  is  also  testing  Prime’s 
Remote  IBM  Terminal  Access  soft¬ 
ware,  which  allows  remote  IBM  LU 
2  terminals  in  an  SNA  network  to 
function  as  Prime  remote  log  on 
terminals  through  IBM’s  X.25  NCP 
packet-switching  interface  and 
Primenet  X.25. 

In  addition  to  providing  LU  6.2 
capability,  Prime  says  it  has  plans 
to  support  peer-to-peer  connectiv¬ 
ity  between  its  50  Series  minicom¬ 
puters  and  IBM’s  System/36  and 
System/38  computers,  as  well  as 
mainframe  access.  Prime  would 
not  reveal  a  timetable  for  this  con¬ 
nectivity. 

Tardy  on  Ethernet 

Prime  has  been  taken  to  task  by 
users  and  consultants  for  its  tardi¬ 
ness  in  supporting  802.3  Ethernet, 
which  the  company  announced  last 
April. 

“Prime  has  finally  released  an 


Ethernet  product,  and  it’s  about 
time,”  says  Doug  Gold,  senior  con¬ 
sultant  at  International  Data  Corp. 
in  Framingham,  Mass.  “When  you 
look  at  the  way  things  are  going, 
with  communications  being  the 
central  nut  that  brings  everything 
together,  [Prime  has]  really  fallen 
behind  in  this  area.  I  think  now 
that  they’ve  opened  up  their  archi¬ 
tecture,  they’re  in  a  much  better 


position  than  they  were  a  year 
ago.” 

TCP/IP  and  Ethernet  will  be 
Prime’s  vehicles  for  providing  file 
transfer  and  logon  to  DEC,  Data 
General  Corp.,  IBM  Personal  Com¬ 
puters  and  compatibles  as  well  as 
the  Apple  Computer,  Inc.  Macin¬ 
tosh. 

“For  intervendor  communica¬ 
tions,  we’re  going  to  rely  on  TCP/ 
IP  over  Ethernet,”  Womboldt  says. 

Currently,  however,  Prime  of¬ 
fers  only  its  proprietary  Primenet 
above  the  network  layer  of  the  OSI 
reference  model.  Implementations 
of  TCP/IP,  Telenet  and  FTP  are 
currently  in  beta  test.  Prime  has 
promised  to  make  the  TCP/IP  pro¬ 
tocols  available  to  users  on  top  of 
Ethernet  802.3  and  IEEE  802.2  be¬ 
fore  the  end  of  1987. 

“Prime  very  much  wants  to  pro¬ 
vide  customers  with  long-term 
products,  not  interim  solutions,” 
Womboldt  says.  “We  started  devel¬ 
opment  of  MAP  2.1,  but  our  analy¬ 
sis  of  the  market  indicated  that  it 
would  not  be  a  long-term  product 
for  a  lack  of  migration  base,  and 
we  have  now  targeted  MAP  3.0.” 

The  company  declined  to  predict 


when  it  would  roll  out  MAP  and 
Technical  and  Office  Protocol 
products  but  did  say  they’re  in  de¬ 
velopment,  along  with  an  X.400 
messaging  product  and  File  Trans¬ 
fer  and  Access  Method  support. 

Third-party  support 

Prime  has  several  programs  in 
place  to  help  third-party  software 
developers.  According  to  Jack  Mac- 
Dougall,  director  of  U.S.  domestic 
sales  resellers,  Prime’s  reseller 
business  is  designed  for  vendors 
who  have  a  particular  vertical 
market  application.  These  vendors 
bundle  Prime  equipment  in  con¬ 
junction  with  their  application 
software  and  sell  it  as  turnkey  sys¬ 
tems. 

In  its  Application  Consultant 
program,  Prime’s  direct  sales  force 
works  in  conjunction  with  third- 
party  vendors  to  sell  turnkey  solu¬ 
tions  to  users.  The  hardware  is 
sold  and  serviced  by  Prime,  howev¬ 
er.  Prime  also  enters  joint  market¬ 
ing  agreements  and  provides  pro¬ 
gramming  interface  specifications 
as  needed. 

“Many  of  our  competitors  view 
the  resellers  as  necessary  but  not 


an  integral  part  of  their  strategy,” 
MacDougall  says.  “That’s  certainly 
not  the  case  with  Prime  because  a 
great  deal  of  our  revenue  is  gener¬ 
ated  through  this  means.” 

PC  connectivity 

Locus  Computing  Corp.  of  Santa 
Monica,  Calif.,  produces  software 
called  PC  Interface  that  allows  IBM 
Personal  Computers  and  compati¬ 


bles  to  share  data  with  the  Prime 
EXL  316  and  with  other  personal 
computer  users  via  RS-232  or  Eth¬ 
ernet  connections.  In  addition,  the 
software  package  provides  termi¬ 
nal  emulation,  virtual  disk  capabil¬ 
ity,  printer  access  and  the  ability 
to  use  Unix  calls  within  MS-DOS. 

Locus  also  makes  a  software 
package  called  Merge  386,  which 
allows  a  Prime  EXL  316  to  run  MS- 
DOS  as  a  process  under  Unix.  The 
two  products  complement  each 
other,  according  to  Ian  Schmidt, 
marketing  manager  of  the  EXL 
316. 

“What  you  see  when  you’re  a 
user  of  the  EXL  316  is  essentially 
MS-DOS,”  Schmidt  says.  “You 
don’t  have  to  know  anything  else. 
When  you’re  using  the  EXL  316  as 
a  file  server,  communications  serv¬ 
er  or  printer  server,  it’s  strictly  a 
DOS  arena.  When  you  say  print, 
the  PC  interface  picks  up  the  print¬ 
ed  output  and  sends  it  to  the  Unix 
spooler.” 

Merge  386  allows  users  to  take 
low-cost  character-oriented  termi¬ 
nals,  connect  them  to  the  EXL  316 
and  run  any  number  of  MS-DOS 
sessions,  Schmidt  says. 


With  relatively  fewer  resources 
than  competitors  such  as  DEC, 
Womboldt  says  Prime  must  set  its 
course  more  carefully.  “DEC  is 
much  larger  than  Prime,  so  they 
can  do  a  prototype  that  they  share 
with  customers  who  need  to  be  on 
the  leading  edge.  But  then  they’ll 
go  back  and  reengineer,  while 
Prime  does  a  quality  product  the 
first  time  out.”  □ 


TCP/IP  and  Ethernet  will  be  Prime’s 
vehicles  for  providing  file  transfer 
and  logon  to  DEC,  Data  General,  IBM 
Personal  Computers  and  compatibles 
as  well  as  the  Apple  Macintosh. 


Prime  has  been  taken  to  task  by 
users  and  consultants  for  its 
tardiness  in  supporting  802.3 
Ethernet,  which  the  company 
announced  last  April. 
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HOW  YA  GONNA  CALL? 
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D.C.  was  licensed  by  the  Federal 
Communications  Commission  in 
1985  to  establish  a  radio  determi¬ 
nation  system  for  land,  air  and  sea¬ 
going  vehicles.  Unlike  other  navi¬ 
gation  systems,  Geostar  is  designed 
to  operate  with  two  satellites.  Ve¬ 
hicles  transmit  location  and  other 
information  to  the  dispatcher  by 
one  satellite.  Voice  and  data  are  re¬ 
layed  from  the  dispatcher  to  the 
vehicle  via  the  second  satellite. 

Currently,  Geostar  is  renting 
space  on  the  French  Argos  satel¬ 
lite,  says  Joanne  DeVincent,  Geo¬ 
star’s  manager  of  sales  administra¬ 
tion.  Tests  are  under  way  with 
several  trucking  companies,  in¬ 
cluding  Frederick  Transport  in 
Dundas,  Ont. 

Frederick  Transport  receives 
about  eight  position  reports  a  day, 
according  to  Brian  Ranger,  vice- 
president  of  management  informa¬ 
tion  systems  for  the  600-vehicle 
firm.  Ranger  says  Frederick  Trans¬ 
port  wants  to  have  location  up¬ 
dates  more  often  —  at  least  once 
an  hour.  Such  reports  should  be 
available  when  Geostar’s  first  sat¬ 
ellite  is  launched  in  the  first  quar¬ 
ter  of  1988,  according  to  DeVin¬ 
cent.  Two-way  communications  ca¬ 
pability  isn’t  slated  until  a  second 
satellite  is  launched  in  1989,  she 
adds. 


Some  observers 
expect  that  data 
transmission  uses 
could  be  a 
significant  part 
of  the  nationwide 
mobile  telephone 
services. 


Due  to  great  potential  demand 
for  two-way  communications,  Geo¬ 
star  is  interested  in  teaming  up 
with  National  Satellite  Paging,  a 
nationwide  900-MHz  radio  paging 
service  located  in  Jackson,  Miss. 

Company  dispatchers  could 
view  both  the  vehicle’s  position 
and  a  map  of  National  Satellite 
Paging’s  coverage  area  on  their 
computers.  When  they  see  that  the 
vehicle  is  within  range,  they  can 
send  a  numeric  paging  signal  to  the 
driver.  The  signal  could  be  a  tele¬ 
phone  number  or  a  coded  message 
in  numeric  sequence.  Alphanumer¬ 
ic  paging  is  currently  beyond  the 
system’s  capabilities. 

One  day,  a  Land  Mobile  Satellite 
Service  (LMSS)  will  compete  with 
Geostar.  Currently  not  assigned  to 
any  company,  LMSS  has  been  des¬ 
ignated  to  operate  on  the  L-band 
(1.5  to  1.6  GHz)  by  the  FCC.  LMSS 
would  offer  nationwide  mobile 
telephone  service  to  areas  consid¬ 
ered  too  rural  to  support  cellular 
operations. 

Some  observers  expect  that  data 
transmission  uses,  such  as  AVL, 
could  be  a  significant  part  of  the 


services.  But  LMSS  might  not  be 
available  until  the  early  1990s  be¬ 
cause  the  FCC  ordered  all  appli¬ 
cants  to  join  together  and  present  a 
single  application.  Political  wran¬ 
gling  and  arguments  among  appli¬ 


cants  have  delayed  the  licensing 
process. 

Delays  aside,  radio  determina¬ 
tion  and  mobile  satellites  offer  at 
least  two  advantages  over  other 
systems:  uninterrupted  roaming 


across  both  urban  and  rural  loca¬ 
tions  and  flexibility  to  modify  soft¬ 
ware  for  users  on  a  national  scale. 

The  satellite  companies’  struggle 
to  achieve  their  goals  is  typical  of 
the  entire  mobile  data  communica¬ 
tions  industry.  Almost  every  pro¬ 
vider  has  had  to  struggle  to  refine 
its  technology  and  educate  the 
marketplace  in  order  to  gain  accep¬ 
tance  in  its  niche  market. 

But  most  mobile  data  users  say 
they  are  pleased  with  existing  sys¬ 
tems  and  look  forward  to  future 
improvements.  As  the  technologies 
continue  to  be  refined  and  if  price/ 
performance  ratios  continue  to  fol¬ 
low  the  general  lead  of  the  comput¬ 
er  and  communications  industries, 
users  will  have  a  lot  to  look  for¬ 
ward  to.O 


Delays  aside,  radio  determination 
and  mobile  satellites  offer  at  least 
two  advantages  over  other  systems: 
uninterrupted  roaming  across  both 
urban  and  rural  locations  and 
flexibility  to  modify  software. 
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Airlines  go  on-line  for  supplies 

continued  from  page  2 


message  format,  through  the  net¬ 
work  to  the  supplier,  which  then 
acknowledges  the  transmission. 
The  supplier  can  also  use  a  stan¬ 
dard  message  format  to  indicate 
that  the  order  can  be  filled  but  not 
exactly  in  the  manner  requested  by 
the  buyer. 

Currently,  many  large  airlines 
as  well  as  large  parts  and  equip¬ 
ment  suppliers  have  linked  their 
mainframes  to  share  information. 
The  new  personal  computer-based 
network  will  allow  smaller  suppli¬ 
ers  and  smaller  airlines  to  commu¬ 
nicate  electronically. 

Moreover,  until  the  advent  of 
Specification  2000,  there  was  no 


centralized  data  base  available  for 
even  the  large  airlines  and  suppli¬ 
ers. 

The  network  will  allow  airlines 
to  cut  down  on  their  “protection 
stocks”  of  spare  parts,  according 
to  Sturman.  “In  the  U.S.,  we  have 
efficient  communications  and  ship¬ 
ment  systems,”  he  said.  “It  does 
not  take  long  for  United,  for  exam¬ 
ple,  to  get  a  part  from  General 
Electric  Co.  But  many  airlines 
around  the  world  need  to  have 
large  protection  stocks  on  hand.” 

Sturman  cited  the  example  of  an 
airline  in  Africa  that  would  create 
a  purchase  order  and  send  it  by 
airmail  to  GE.  “By  the  the  time  it 


gets  to  GE,  10  days  have  gone  by,” 
Sturman  said.  “Then  GE  sends  a 
message  saying  they  can  supply 
the  part.  By  the  time  the  airline 
gets  the  part,  30  days  have  passed. 
This  means  the  airline  has  to  keep 
protection  stock  on  hand  for  30 
days.” 

In  contrast,  according  to  Stur¬ 
man,  Specification  2000  will  allow 
parts  suppliers  to  receive  and  ac¬ 
knowledge  orders  within  seconds 
and  ship  the  parts  the  same  day. 
“Literally  millions  of  dollars  will 
be  saved  by  cutting  down  on  pro-, 
tection  stock,”  he  said.  “On  top  of 
that,  the  airlines  will  gain  opera¬ 
tional  efficiencies  because  they  use 
a  simple  menu-driven  program  and 
standard  message  formats  that  will 
cut  down  on  incorrect  orders.”  The 


network  will  also  save  money  by 
eliminating  telephone  inquiries  for 
spare  parts. 

According  to  John  Curphey, 
manager  of  inventory  analysis  at 
United  in  San  Francisco,  Specifica¬ 
tion  2000  will  help  the  major  air¬ 
lines  deal  with  smaller  suppliers 
that  do  not  employ  electronic  data 
interchange  techniques.  “In  deal¬ 
ing  with  smaller  suppliers,  Specifi¬ 
cation  2000  will  help  us  eliminate 
our  paper  purchasing,  which  will 
reduce  our  order  lead  time,  which 
in  turn  will  reduce  our  protection 
stocks.” 

Curphey  said  smaller  companies 
supply  40%  of  United’s  parts. 

In  addition,  he  said,  the  catalog 
available  through  Specification 
2000  provides  the  airline  industry 
with  a  single  source  of  parts  and 
equipment.  “We  have  a  single 
source  of  buying  information,  and 
the  suppliers  have  to  update  only 
one  data  base  while  getting  a  great 
deal  of  visibility.” 

Pat  Weiss,  manager  of  provi¬ 
sioning  for  Sunstrand  Aviation, 
Inc.,  an  aviation  equipment  manu¬ 
facturer  based  in  Rockford,  Ill., 
agreed  that  Specification  2000  will 
provide  exposure  for  suppliers’ 
products. 

Weiss  said  Specification  2000 
will  allow  suppliers  to  distribute 
their  shopping  lists  electronically, 
and  in  some  cases,  cut  the  parts 
procurement  process  from  a  month 
to  milliseconds.  □ 


3Com  unveils 
LAN  file  server 

continued  from  page  4 

warning  function  for  the  3S/400. 
That  function  will  supply  battery 
power  to  the  server  when  power 
fails  and  will  trigger  3+  software 
to  broadcast  a  message  warning 
that  the  network  will  shut  down  in 
two  minutes.  “If  you’re  running  a 
multiuser  data  base  application, 
the  power  failure  warning  is  a 
powerful  feature  because  it  opens 
and  closes  all  appropriate  files, 
saving  work  that  would  have  been 
lost,”  Baldwin  said. 

A  3S/401  model  supports  a 
150M-byte  tape  drive  for  file  back¬ 
up.  Authorized  users  can  access 
menu-driven  software  on  the  serv¬ 
er  to  initiate  backup  procedures. 

3Com  is  expected  to  introduce 
the  3S/200,  an  enhanced  version  of 
its  existing  3Server3.  The  3S/200 
comes  with  preloaded  3  + Share  op¬ 
erating  software  and  is  based  on 
an  Intel  80186  microprocessor.  It 
comes  standard  with  1M  byte  of 
RAM  and  100M  bytes  of  disk  stor¬ 
age,  expandable  to  900M  bytes.  A 
3S/201  model  supports  a  60M-byte 
tape  drive  for  file  backup. 

When  3Com  releases  its  3  + open 
network  operating  system,  which 
will  support  OS/2  LAN  Manager 
software  the  company  is  helping 
Microsoft  Corp.  develop,  3Com  will 
offer  a  kit  enabling  3Server3  users 
to  upgrade  to  80386-based  units. 

The  3S/400  costs  $11,995,  and 
the  3S/401  is  $13,995.  The  3S/200 
is  priced  at  $7,995,  and  the  3S/201 
is  $9,745.  The  3  + open  software  is 
expected  to  be  released  in  the  first 
half  of  1988  and  to  cost  $3,000.0 


AT&T’sPremises 
Distribution  System: 
Making  it  easy 
to  make  all  the 
right  connections. 

Once,  setting  up  the  right 
office  communications 
system  was  simple— you’d 
have  the  phones  installed. 

Todays  office  environ¬ 
ment  is  far  more  complex, 
requiring  a  variety  of 
communications  products, 
often  from  a  variety  of 
vendors.  Each  supported 
by  a  wiring  scheme 
designed  for  it  alone. 
Making  the  process  of 
expanding  and  integrating 
your  network  a  compli¬ 
cated  one. 

Well,  now  AT&T  can  make 
installing,  expanding,  and 
integrating  your  communi¬ 
cations  systems  simple 
again.  By  putting  all  your 
communication  eggs 
back  into  a  single  basket. 
With  the  AT&T  Premises 
Distribution  System  (PDS). 

A  lot  to  take  advantage  of. 

PDS  allows  you  to  support 
your  communications 
products  on  a  single  wiring 
system.  A  wiring  system 
v/hich  incorporates  every 
necessary  element— from 
the  cabling  plan  to 
the  system  administration 
products. 

All  of  which  results 
in  a  number  of  distinct 
advantages. 


The  advantage  of 
accountability— PDS  is 
backed  by  a  firm  AT&T 
commitment  to  provide 
connectivity  with  virtually 
every  major  vendors  equip¬ 
ment,  including  our  own. 

The  advantage  of  flexibil¬ 
ity— PDS  makes  it  easy  to 
use  the  best  product  for 
different  functions.  You’re 
not  locked  into  a  single 
vendor’s  technology  And 
PDS  will  support  voice  and 
data  transmission,  as  well 
as  image,  digitized  video, 
and  other  forms  of 
communication. 

The  advantage  of  expand¬ 
ability— PDS  allows  users 
to  connect  equipment 
through  universal  jacks  that 
fit  standard  wall  outlets. 

The  “AT&T”  advantage. 

PDS  is  backed  by  a  compre¬ 
hensive  range  of  consulting, 
design,  engineering,  and 
service  support  to  ensure 
the  system  meets  current 
and  future  communications 
needs.  Our  Application 
Assurance  Program  is  a 
commitment  that  your  PDS 
will  support  certified  appli¬ 
cations  for  a  full  five  years. 

So  give  us  a  call  at 
1800  372-2447,  or  mail 
the  coupon,  or  contact 
your  authorized  PDS  dis¬ 
tributor.  If  you’ve  got 
questions  about  connect¬ 
ing  your  communications 
products,  we’ve  got 
a  basket  full  of  answers. 


©1987  AT&T 

- - - 

AT&T  Network  Systems,  NW  10/26/87 

PO.  Box  1278,  Morristown,  NJ  07960-1278. 

Please  send  me  more  information  about  the  AT&T  Premises  Distribution  System. 
Name _ 


Title. 


Company. 

Address— 


Citv. 


.  State  . 


.Zip. 


( 


j  Phone _ 


T_l 


AT&T 

The  right  choice. 


AT&T’s  PDS  is  a  comprehensive  system 
of  basic  components,  from  inside  wire 
(both  copper  and  fiber),  to  electronic 
apparatus  and  support  services. 
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Carriers  release 
financials 

continued  from  page  5 
itable.”  Overall  product  revenue, 
of  which  computer  sales  are  a  part, 
grew  8%  for  the  quarter. 

Donahue  said  the  revenue 
growth  is  attributable  to  increased 
sales  of  the  company’s  5ESS  cen¬ 
tral  office  switch  and,  to  a  lesser 
extent,  increased  sales  of  other 
products  such  as  private  branch 
exchanges. 

AT&T  will  concentrate  on  in¬ 
creasing  product  sales  in  coming 
quarters  in  order  to  offset  the  de¬ 
cline  in  its  rental  revenues,  accord¬ 
ing  to  Donahue. 

Theodore  Moreau,  a  vice-presi¬ 
dent  with  the  Milwaukee-based  in¬ 
vestment  concern  Robert  W.  Baird 
&  Co.,  Inc.,  said,  “I’m  not  con¬ 
vinced  AT&T  can  continue  such 
strong  sales  of  the  5ESS.” 

He  added,  “Central  office 
switching  is  a  declining  market.  I 
think  that  AT&T  needs  to  watch 
its  expenses  closely  and  also  needs 
to  focus  on  the  strengthening  of  its 
product  sales.” 


MCI  Communications  Corp. 

Revenue  for  MCI’s  third  fiscal 
quarter  was  up  9%  from  $910  mil¬ 
lion  to  $994  million.  The  carrier  en¬ 
joyed  a  sharp  22%  increase  in  earn¬ 
ings  for  the  quarter,  up  from  $18 
million  for  the  same  quarter  of  last 
year  to  $22  million  for  this  current 
quarter. 

MCI’s  quarterly  performance  ex¬ 
ceeded  the  expectations  of  most 
analysts,  who  said  that  declining 
costs  and  a  wider  array  of  services 
bode  well  for  the  carrier’s  finan¬ 
cial  future. 

The  cost  of  leased  facilities  — 
what  MCI  pays  AT&T  and  other 
carriers  to  complete  calls  to  areas 
it  does  not  serve  —  decreased  to 
3.7%  of  revenue  for  the  quarter, 
which  was  down  from  7%  last 
year,  according  to  spokeswoman 
Kathleen  Keegan. 

Equal  access  costs  also  declined 
slightly  as  a  percent  of  revenue, 
from  more  than  50%  last  year  to 
49%  of  revenue  in  the  third  quar¬ 
ter  this  year. 

Keegan  said  she  anticipates  that 
these  costs  will  remain  stable  for 
the  rest  of  the  year. 


Additionally,  MCI  spent  less  on 
modernizing  its  network  in  the 
quarter,  due  to  the  $800  million 
earmarked  for  network  expansion 
in  1987  vs.  the  $1.1  billion  set 
aside  last  year  to  modernize  net¬ 
work  facilities. 

Keegan  said  MCI’s  revenue 
growth  for  the  quarter  was  strong, 
despite  rate  reductions  of  12% 
since  the  beginning  of  the  year. 

MCI  intends  to  aim  at  the  high- 
end  commercial  market,  she  said, 
and  new  services  such  as  800  and 
worldwide  direct  dial  will  help  at¬ 
tract  that  customer  base. 

Moreau  said  MCI’s  third-quarter 
results  were  “outstanding”  in  view 
of  rate  reductions.  He  noted  that 
MCI’s  mix  of  business  services  is 
improving. 

“800  and  international  services 
are  high-margin  businesses  and 
will  help  draw  large  accounts,”  he 
said. 

US  Sprint  Communications  Co. 

GTE  and  United  Telecommunica¬ 
tions,  Inc.  posted  an  operating  pre¬ 
tax  loss  of  $165.11  million  for  US 
Sprint,  exceeding  the  loss  of 


$157.99  million  reported  in  the 
third  quarter  last  year. 

Third-quarter  losses  were,  how¬ 
ever,  significantly  less  than  the 
$282.40  million  lost  posted  in  the 
second  quarter  of  this  year,  and 
revenue  of  $685.42  million  showed 
a  healthy  gain  over  last  year’s 
third-quarter  figure  of  $552  mil¬ 
lion. 

US  Sprint  also  announced  its 
September  sales  increased  more 
than  50%  over  June. 

US  Sprint  now  carries  74%  of  its 
customer  traffic  over  its  own  net¬ 
work,  a  United  Telecom  spokesman 
said,  and  more  than  90%  will  be 
transferred  to  the  fiber  facilities 
by  year’s  end. 

“US  Sprint  showed  a  strong  gain 
in  revenue  this  quarter,  indicating 
that  it  has  gained  market  share,” 
commented  Robert  Wilkes,  a  vice- 
president  with  Brown  Brothers 
Harriman  &  Co.  in  New  York. 

“I’m  optimistic  that  they  will 
continue  to  reduce  losses  in  subse¬ 
quent  quarters  as  they  gain  control 
over  fraud  and  billing  problems 
and  move  more  customers  over  to 
their  own  facilities,”  Wilkes  said.O 


Salvo  adds  to  NetView  stature 


continued  from  page  1 

to  work  with  NetView,  improved 
IBM  support  for  distributed  appli¬ 
cations,  a  consistent  implementa¬ 
tion  of  LU  6.2,  the  addition  of  LU 
6.2  capabilities  to  the  company’s 
IMS  data  base  management  system 
and  a  new  model  of  the  System/36. 

NetView  is  evolving  from  a  sin¬ 
gle  set  of  integrated  network  man¬ 
agement  applications  to  a  family  of 
programs  that  control  system  and 
network  resources,  said  Van  Het¬ 
tinger,  division  director  of  commu¬ 
nications  programming  at  IBM’s 
Communication  Products  Division 
(CPD)  in  Research  Triangle  Park, 
N.C. 

The  NetView  prefix  indicates 
IBM  deems  the  product  a  strategic 
application  and  is  investing  sub¬ 
stantial  research  and  development 
dollars  in  it,  Van  Hettinger  said. 

IBM  enhanced  and  renamed 
three  existing  application  pro¬ 
grams  and  folded  them  into  the 
growing  family  of  NetView  appli¬ 
cations.  They  include:  NetView 
Performance  Monitor,  which  pro¬ 
vides  response  time  information; 
NetView  Distribution  Manager, 
which  enables  customers  to  down¬ 
load  applications  and  program 
changes  to  remote  processors;  and 
NetView  File  Transfer  Program, 
designed  to  move  large  files  be¬ 
tween  mainframes. 

Network  managers  are  able  to 
access  any  of  the  three  applica¬ 
tions  from  a  central  NetView  con¬ 
sole,  but  the  applications  function 
autonomously. 

NetView  Performance  Monitor 
monitors,  collects,  analyzes  and 
displays  response  time  informa¬ 
tion,  such  as  how  many  transac¬ 
tions  are  processed  in  a  30-second 
interval.  The  product  performs  all 
of  the  functions  of  Network  Per¬ 
formance  Monitor,  the  company’s 
original  response  time  monitor. 

In  addition,  the  package  can 
support  multiple  screen  sizes  and 


monitor  response  time  information 
for  a  computer  running  the  VM  op¬ 
erating  system. 

Frank  Dzubeck,  president  of 
Communications  Network  Archi¬ 
tects,  Inc.,  a  Washington,  D.C.  con¬ 
sulting  firm,  said  customers  were 
demanding  that  response  time 
monitoring  be  brought  under  the 
NetView  umbrella. 

When  NetView  was  unveiled  in 
May  1986,  it  integrated  five  exist¬ 
ing  network  management  applica¬ 
tions  but  not  Network  Perfor¬ 
mance  Monitor,  a  fact  that 
surprised  most  analysts.  IBM  said 
the  device  was  left  out  because  it 
was  not  developed  by  the  group 
that  developed  NetView,  IBM’s 
CPD.  IBM  recently  shifted  the  re¬ 
sponsibility  for  Network  Perfor¬ 
mance  Monitor  to  CPD. 

NetView  Performance  Monitor 
runs  under  IBM’s  MVS  or  VM  oper¬ 
ating  systems  and  will  be  available 
in  December.  The  product  costs 
from  $6,000  to  $36,720,  depending 
on  host.  Monthly  licensing  charges 
range  from  $500  to  $676. 

NetView  Distribution  Manager 
enables  customers  to  download  ap¬ 
plications  and  program  changes  to 
remote  processors.  The  program 
replaces  IBM’s  Distributed  System 
Executive  and  can  download  infor¬ 
mation  to  an  IBM  Personal  Sys¬ 
tem/2,  System/36  or  370  series 
host.  IBM  said  the  product  will 
help  users  cut  operating  costs  by 
eliminating  the  need  for  system 
programmers  at  remote  sites. 

A  version  of  NetView  Distribu¬ 
tion  Manager  that  runs  under  the 
IBM  MVS  operating  system  will  be 
available  in  June  of  next  year,  and 
a  version  for  VM  will  be  released  in 
November  1988.  Prices  for  the 
product  range  from  $17,280  to 
$92,160,  and  a  monthly  licensing 
fee  ranges  from  $1,080  to  $1,920. 

The  third  application,  NetView 
File  Transfer  Program,  is  designed 


to  move  large  files  between  main¬ 
frames.  The  product  replaces  IBM’s 
current  bulk  file  transfer  package, 
File  Transfer  Program  Version  2.2. 
Enhancements  include  new  user  in¬ 
terfaces  and  the  ability  to  collect 
statistical  information  such  as  how 
many  files  are  transferred  between 
two  machines. 

The  product  has  a  fourth-quar¬ 
ter  1988  shipment  date  and  runs 
under  the  MVS,  VSE  or  VM  operat¬ 
ing  systems.  The  price  for  NetView 
File  Transfer  Program  ranges  from 
$7,800  to  $24,000,  and  a  monthly 
licensing  charge  starts  at  $260  and 
ends  at  $1,500. 

Hettinger  said  the  products  on 
which  the  NetView  programs  are 
based  will  continue  to  be  sold  sepa¬ 
rately  but  have  the  same  interface 
as  NetView. 

Jack  Freeman,  senior  analyst  at 
The  Yankee  Group,  a  Boston  mar¬ 
ket  research  firm,  said  the  three 
products  will  aid  IBM’s  battle  with 
Digital  Equipment  Corp.  “IBM 
made  it  easier  for  different  types 
of  processors  to  share  information 
much  earlier  than  anyone  expect¬ 
ed,”  he  said. 

IBM  last  week  also  attempted  to 
shore  up  another  important  piece 
of  its  communications  architec¬ 
ture,  the  LU  6.2  protocol.  The  pro¬ 
tocol  defines  a  broad  set  of  func¬ 
tions  that  enable  two  application 
programs  to  communicate  on  a 
peer-to-peer  basis.  Certain  proces¬ 
sors,  such  as  the  IBM  Personal 
Computer,  could  not  support  the 
complete  set  of  functions  easily. 
Consequently,  implementations  of 
the  protocol  varied  by  processor. 

IBM  selected  a  subset  of  LU  6.2 
functions,  called  the  Communica¬ 
tions  Interface,  and  pledged  to  im¬ 
plement  the  subset  on  its  Personal 
System/2s,  System/3Xs  and  a  vari¬ 
ety  of  mainframe  operating  sys¬ 
tems.  The  first  two  products  con¬ 
forming  to  the  Communications 
Interface  were  CICS,  a  teleprocess¬ 
ing  monitor,  and  IMS,  one  of  the 
most  widely  used  mainframe 


DBMSs.  IMS  previously  was  unable 
to  support  LU  6.2  applications. 
With  the  enhancement,  users  can 
use  IMS  as  the  cornerstone  for 
next-generation  applications,  such 
as  distributed  data  bases. 

The  mainframe  maker  also 
boosted  the  communications  capa¬ 
bilities  of  the  operating  system 
used  on  its  IBM  9370  departmental 
system.  VM/SP  Release  6  includes 
a  file-sharing  capability  that  en¬ 
ables  users  to  work  with  files 
stored  on  various  IBM  9370s.  The 
new  release  will  be  available  in  De¬ 
cember.  The  product’s  price  ranges 
from  $7,740  to  $30,950  and  has  a 
monthly  licensing  charge  of  $500. 

The  new  release  of  the  operating 
system  also  supports  two  optional 
packages.  VM/DSNX  enables  a  user 
at  a  central  site  to  download  appli¬ 
cations  and  programs  to  remote  us¬ 
ers.  The  product  requires  NetView 
Distribution  Manager.  VM/DSNX 
will  be  available  in  October  1988, 
costs  between  $2,880  and  $11,520 
and  has  a  monthly  licensing  charge 
of  $240. 

Another  option  integrates  CICS 
with  the  VM  operating  system.  The 
enhancement,  which  will  be  avail¬ 
able  in  the  first  quarter  of  1989, 
enables  a  number  of  users  to  access 
a  single  application  and  is  designed 
for  transaction-processing  applica¬ 
tions,  such  as  inventory  control. 
The  VM  operating  system  price,  in¬ 
cluding  CICS,  ranges  from  $18,000 
to  $72,000  and  carries  a  monthly 
licensing  charge  of  $1,500. 

Finally,  IBM  unveiled  an  entry 
level  model  of  the  System/36  mini¬ 
computer,  the  System/36  5363. 
The  product  features  1M  byte  of 
main  storage,  a  1.2M-byte  floppy 
disk  drive  and  up  to  105M  bytes  of 
hard  disk  storage.  The  company 
positioned  the  product  as  a  depart¬ 
mental  file  server  since  it  can  sup¬ 
port  up  to  100  IBM  Personal  Sys- 
tem/2s  running  on  two  IBM  Token- 
Ring  Networks.  The  product  is 
currently  available,  and  its  price 
ranges  from  $10,000  to  $12,095.0 
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MODEMS/TEST  EQPT. 


A  number  of  Special  Sections,  Product  Focuses  and  Service  Fo¬ 
cuses  are  scheduled  to  run  in  NETWORK  WORLD  during  1987. 
Each  of  these  features  will  focus  on  one  aspect  of  the  computer 
industry  and  give  our  advertisers  a  chance  to  reach  a  more  select 
audience.  These  are  some  of  the  topics  the  features  will  cover: 

Special  Section 

*  November  1 6  -  Factory  Communications 

*  December  7  -  The  Communication  Budget 

*  December  21  -  1987  User  Excellence  Awards 

Product  Focus 

*  November  2  -  Communications  Processors 

Service  Focus 

*  November  23  -  Int’l  Communications  Services 

Special  Show  Coverage 
&  Bonus  Distribution 

*  October  26  -  CMA  Wrap-up  Issue 

*  November  2  -  COMDEX  Fall  Show  Issue 

*  November  9  -  COMDEX  Wrap-up  Issue 

*  November  16  -  SETA  Show  Issue 

*  November  23  -  SETA  Wrap-up  Issue 

*  November  23  -  Localnet  Preview  Issue 

*  November  30  -  Localnet  Show  Issue 

*  November  30  -  Unicom  Show  Issue 

*  December  7  -  Localnet  Wrap-up  Issue 

*  December  7  -  DEXPO  West  Show  Issue 

NETWORK  WORLD  publishes  every  Monday  with  an  ad  deadline 
of  1 0  days  prior  to  each  issue  date.  The  November  9th  issue  will 
be  closing  October  30th.  You  may  send  in  copy  to  be  pubset  or 
camera-ready  material  (velox  or  negative)  via  the  mail.  We  pro¬ 
vide  telecopier  service  and  will  also  take  ads  over  the  phone. 

Our  mailing  address  is 

NETWORK  WORLD 

Joan  Bayon  Pinsky,  Classified  Advertising, 

PO  Box  9171,  375  Cochituate  Road, 
Framingham,  MA  01701-9171 

Or  call  for  more  information  at:  1-800-343-6474 
or,  in  Massachusetts,  (617)  879-0700 


PURCHASE  LEASE  RENT 

ALL  MFRS  AVAILABLE:  NEW  OR  USED 


PARTIAL  LISTING  OF  LEASE  RATES 

MODEL  36  MO  LEASE 


CODEX  CS9600  (PT.  TO  PT.)  $33.00 

CODEX  CS96FP  (MULTIPOINT)  $33.00 

CODEX  2640  (PT-PT  OR  MULTIPT.)  $99.00 

AT  &  T  2096A  &  C  $79.00 

UDS  208  A/B  $26.00 

SPECTRON  A/B  SWITCHING  PATCH  PANELS  $127.00 

AMCO  EQUIPMENT  CABINET  $35.00 

OTHER  MODEM  OTHER  TEST 

MFRS  AVAILABLE  EQPT.  AVAILABLE 

IBM  (LEASED  LINE)  TBAR 

PARADYNE  (LEASED  LINE)  BRADLEY 

GDC  (LEASED  LINE)  DLM 

UDS  (DIAL  UP)  SYMPLEX 

CONCORD  (DIAL  UP)  DATAPROBE 

RACAL-VADIC  (DIAL  UP)  HALCYON 

ASTROCOM  (LIMITED  DISTANCE) 

CODEX  (ALL  PRODUCTS) 


CNS  WILL  ALSO  PROVIDE: 

CNS  MAINTENANCE 
MANUFACTURER'S  MAINTENANCE 
INSTALLATION  SERVICES  (NATIONWIDE) 

CENTRON  NETWORK  SERVICES 

a  division  of  Centron  DPL  Company,  Inc. 
1-800-532-7532  ask  for  Tom  Collopy 


AT&T 

Cellular 

Mobile 

Phones 

$899.00 
PLUS  TAX 

INCLUDES  FREE 
STANDARD 
INSTALLATION 
IN  MASS. 

•  Delivered  UPS 
anywhere  in 
the  U.S. 

•  Installed  by 
local 

authorized 

installer. 

•  Full  2-year 
warranty. 

Call 

Arista 

Communications 

Today! 

(617)  875-4888 

•  Foreign  cars/sports 
cars  may  require 
additional  charge. 


TURN  YOUR  PC  XT  AT  INTO 
MULTI-USER.  ON-LINE  SYSTEM 


INFOHOST® 

Multi-user  On-line  System  Software 
(Reviewed  by  PC  Week  on  5/19/87) 

You  can  now  place  a  database  of  goods  and 
services  on-line  using  your  own  PC,  so  your 
customers  can  dial  in  over  phone  lines  to  ac¬ 
cess  information,  leave  messages,  and  make 
purchases  via  modem.  InfoHost,  which  can 
support  as  many  as  eight  simultaneous 
modem  interfaces,  features  a  customizable 
relational  database  that  can  be  adapted  to 
the  needs  of  your  business 

A-Comm  Electronics,  Inc. 

377  Rte  17  So.  Hasbrouck  Hts,  NJ  07604 
(201)  288-7885 _ TLX:  4948376 


CALL  OUR  DEMO  201-288-7792 

(Modem  Settings  8  t  N> 


TRAINING 


T1  &  X.25 

courses  now 
available! 

Translorm  your  PC  into  a 
personal  instructor  with 


HELEtUtOr 


TELECOMMUNICATIONS  TRAIMNt,  SI  KH  < 
CALL  FOR  FREE  BROCHURE 

800-S42-2242 
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EMPLOYMENT  TODAY 


PROGRAMMER  ANALYSTS 


Tampa-based  electric  utility  has  openings  for  Programmer 
Analysts  in  the  Information  Systems  department.  The  mini¬ 
mum  position  requirements  are  a  Bachelor’s  degree  and  a 
minimum  of  one  year  of  experience  as  a  computer  program¬ 
mer  or  an  Associate's  degree  and  a  minimum  of  2-3  years  of 
experience  as  a  computer  programmer.  Experience  in 
COBOL,  CICS,  VSAM  and  OS/MVS  is  preferred.  Experience 
maintaining  any  of  the  following  applications  is  desirable:  In¬ 
ventory,  General  Ledger,  McCormack  &  Dodge  packages.  Ex¬ 
cellent  benefits  package  is  provided.  Please  send  resume 
with  salary  requirement  to: 

I'TN  SEMINOLE 


j  COOPERATIVE 
\  /  INCORPORATED 

Human  Resources  Division 
Post  Office  Box  272000 
Tampa,  Florida  33688-2000 

.  EOE 


Communications  Analyst 
(Honeywell  Systems) 

Coleco  is  seeking  a  well  motivated  hands-on  individual  to  assume 
responsibility  for  installing  and  debugging  a  variety  of  communica¬ 
tion  hardware  and  software.  A  BSCS  or  equivalent  and  2-4  years’ 
DSA  experience  using  a  Honeywell  mainframe  or  mini  system  are 
required. 


Coleco  offers  a  competitive  compensation  and  benefits 
package.  For  consideration,  submit  your  resume  with  salary 
history  in  confidence  to  Joyce  Mendoza,  Senior  Recruiter, 
COLECO  INDUSTRIES,  INC.,  Coleco  Corporate  Cen¬ 
ter,  999  Quaker  Lane  South,  West  Hartford,  CT  06110. 


Now  you  can  recruit  the  right  people 
in  the  right  places  at  the  right  price. 

Let  us  introduce  you  to  the  IDG  Communications  Computer  Careers  Net¬ 
work.  It’s  the  new  advertising  service  that  lets  you  run  the  most  targeted 
and  cost-efficient  recruitment  program  possible. 

It’s  many  options  help  you  recruit  qualified  computer  and  communications 
professionals  -  regionally  or  nationally  -  with  combination  buys  of  up  to  eight 
leading  newspapers.  And  all  together,  the  Computer  Careers  Network  deliv¬ 
ers  your  message  to  an  audience  of  well  over  2  million  qualified  computer 
professionals. 

Look  at  what  the  Computer  Careers  Network  lets  you  do: 

Customize  your  recruitment  program.  The  Network’s  eight  newspapers  - 
Computerworld,  InfoWorld,  Network  World,  Digital  News,  Federal  Computer 
Week,  and  Computer  Currents/ Northern  California,  Southern  California,  and 
Boston  editions  -  let  you  tailor  your  recruitment  program  to  your  specific 
needs.  You  can  buy  the  basic  package  of  three  -  or  as  many  as  eight  with 
add-on  options.  That  way  you  can  recruit  from  the  combination  of  computer 
and  communications  professionals  that’s  best  for  you. 

Target  your  ad  placement.  You  can  place  your  advertising  exactly  where 
you  want.  If  you  wish  to  recruit  within  a  specific  area,  you  can  advertise  in 
the  regional  editions  of  the  newspapers  you  choose  -  East,  West,  or  Mid¬ 
west.  Or  you  can  extend  your  reach  by  running  in  two  regions  -  or  even  na¬ 
tionally.  Plus  -  you  can  still  take  advantage  of  stand-alone  national  rates  for 
individual  newspapers. 

Reach  qualified  professionals  cost  efficiently.  The  Computer  Careers 
Network  gives  you  the  qualified  computer  professionals  you  want  to  reach  - 
and  only  those  professionals.  With  Computer  Careers,  you  don’t  have  to  pay 


for  waste  circulation. 


An  Equal  Opportunity  Employer  M/F 


Indiana  University-Purdue  University  at  Indianapolis 

IUPUI - 


TELECOMMUNICATION  SERVICES 

Is  seeking  an  experienced  manager  to  serve  as  the  Assistant  Director  for  Technical  Services. 
Responsible  for  the  direction  of  support  staff,  strategic  development  and  planning  for  the 
Northern  Telecom  SL-100  and  support  services  used  by  the  University/Medical  Center. 

Background  should  include  management  in  a  digital  central  office,  inside  and  outside  wire 
and  cable  management,  voice  and  data  communications  networking,  and  telephone  facility 
management  software  and  computer  systems.  This  leadership  role  requires  superior  written 
and  oral  communication  skills  A  bachelors'  degree  in  the  field  of  information  technology  is 
highly  desired.  Salary  range  is  in  the  high  30's. 

Interested  persons  should  send  a  letter  of  application,  complete  resume  including  salary  his¬ 
tory  to  Marcia  Free,  IUPUI  Personnel  Department,  UN  340,  620  Union  Drive,  Indianapolis,  IN 
46223  IUPUI  is  an  Equal  Employment.  Affirmative  Action  Employer.  Educator  and  Contrac¬ 
tor  -  M/F 


INTERNATIONAL 
APPLICATIONS  SPECIALIST 


DIRECTOR  OF 

MANAGEMENT  INFORMATION  SERVICES 


To  put  the  new  Computer  Careers  Network  to  work  for  you  -  regionally  or 
nationally  -  call  the  sales  office  nearest  you.  Or  contact  John  Corrigan,  Re¬ 
cruitment  Advertising  Sales  Director,  at  617-879-0700. 

One  quick  phone  call  can  give  you  all  the  information  you  need  on  running 
your  recruitment  advertising  in  up  to  eight  leading  industry  newspapers.  And 
if  you  hurry,  you  can  still  get  in  on  the  special  low  introductory  offer! 

BOSTON:  375  Cochituate  Rd.,  Box  9171 ,  Framingham,  MA  01701 , 

Al  DeMille,  Regional  Manager,  Nancy  Percival,  Account  Executive, 
(800)  343-6474  (in  Massachusetts  call  (617)  879-0700) 

NEW  YORK:  Paramus  Plaza  I,  140  Route  17  North,  Paramus,  NJ  07652, 
Warren  Kolber,  Regional  Manager,  (201)  967-1350, 

Jay  Novack,  Account  Executive,  (800)  343-6474 

WASHINGTON,  D.C.:  3110  Fairview  Park  Drive, 

Suite  1040,  Falls  Church,  VA  22042, 

Katie  Kress,  Regional  Manager,  (703)  876-5100, 

Pauline  Smith,  Account  Executive,  (800)  343-6474 


40  hours  per  week  $31 ,500  per  year 

This  position  is  responsible  for  independently 
developing  specifications  for  complex  soft¬ 
ware  programming  applications  Nodifies  or 
maintains  the  most  complex  existing  software 
packages  Designs,  codes,  tests,  and  debugs 
the  most  complex  software  programs.  Re¬ 
sponsible  for  applications  dealing  with  the 
overall  operating  systems,  such  as  sophisti¬ 
cated  file  maintenance  routines,  large  tele¬ 
communications  systems,  and  advanced 
multi-currency  financial  applications  Partici¬ 
pates  m  the  installation  of  accepted  software 
programs  and  systems  and  assists  in  inter¬ 
grating  the  new  system  with  existing  systems 
Requires  a  B  S  Degree  in  math  or  computer 
science,  and  be  able  to  read  and  write  Arabic 
Overseas  travel  to  the  Middle  East  is  also  re¬ 
quired 

CONTACT:  Louisiana  Job  Service  Office 
J  O  #656325 
1991  Wooddale  Boulevard 
Baton  Rouge.  LA  70806 


Diversified,  growing  construction  company 
has  need  for  a  degreed  professional  to  pro¬ 
vide  overall  coordination,  administration,  and 
supervision  of  our  Data  Processing  Depar- 
ment  Candidate  must  possess  knowledge  of 
IBM  System  38,  RPG  III,  and  should  be  famil¬ 
iar  with  PC  links  to  the  38  and  d  Base  III.  Addi¬ 
tional  responsibilities  include:  end  user  sup¬ 
port  including  consulting,  training  and 
teaching,  hardware/software  evaluation,  ca¬ 
pacity  and  contingency  planning.  Good  com¬ 
munications  skills  a  must.  Candidate  reports 
directly  to  the  Vice  President  of  Finance  and 
Administration.  Salary  commensurate  with  ex- 
penence  Good  benifit  package  Send  resume 

/HOCKEY 

P  O  Box  2530 
Winchester,  VA  22601 
Attn:  R  G.  Brown 

EOE  We  Support  the  guard  and  reserve  M/F 


CHICAGO:  2600  South  River  Road,  Suite  304,  Des  Plaines,  IL  60018, 
Patricia  Powers,  Regional  Manager,  (312)  827-4433, 

Ellen  Casey,  Account  Executive,  (800)  343-6474 

LOS  ANGELES:  18004  Sky  Park  Circle,  Suite  100,  Irvine,  CA  92714, 
Barbara  B.  Murphy,  Regional  Manager,  (714)  250-0164, 

Chris  Glenn,  Account  Executive,  (800)  343-6474 

SAN  FRANCISCO:  18004  Sky  Park  Circle,  Suite  100,  Irvine,  CA  92714, 
Barbara  B.  Murphy,  Regional  Manager,  (415)  322-3314, 

Chris  Glenn,  Account  Executive,  (800)  343-6474 
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COMPUTER  TECHNOLOGIES 
FACULTY  POSITION 

Purdue  University  School  of  Engineering  and 
Technology  at  Indianapolis.  An  opening  in  the 
Computer  Technology  Department  at  Indiana 
University-Purdue  University  at  Indianapolis 
(IUPUI)  is  available  August.  1988  Applicants 
must  have  some  background  in  IBM  hardware 
and  systems  analysis  and  design.  Some 
knowledge  of  personal  computers  would  be 
helpful  Business  or  industrial  experience, 
teaching  experience,  and  a  minimum  of  a  mas¬ 
ter  s  degree  are  required  Rank  and  salary  de¬ 
pendent  on  qualifications  Please  send  re¬ 
sume  by  December  31.  1987  to  Professor 
Robert  G.  Crazier,  Chairman.  Search  and 
Screen  Committee,  Indiana  University-Purdue 
University  at  Indianapolis.  P  0.  Box  647, 1201 
East  38th  Street.  Indianapolis.  Indiana  46223. 

AN  AFFIRMATIVE  ACTION 
EQUAL  OPPORTUNITY  EMPLOYER 


COBOL  IMS  DB/DC 

Minimum  of  3  years  programming  experi¬ 
ence  mandatory.  TWA  offers  excellent 
salary  and  benefits  including  worldwide 
travel  privileges.  Interested  and  qualified 
candidates  are  invited  to  submit  their  re¬ 
sume  to:  TWA,  AIS  Technical  Careers, 
PO.  Box  20007,  K.C.,  Mo.  64195. 

EOE  M/F/H/V. 

TWA 


MIS 

Director 

Manage  hands  on  Willamette 
Valley  shop.  HP  3000  experi¬ 
ence  helpful.  Service  oriented, 
apolitical,  top  performance  re¬ 
quired.  $50,000.  year,  excel¬ 
lent  benefits  and  life  style. 
Contact  The  Douglas  Reiter 
Company,  81 1  S.W.  Front 
#420,  Portland,  OR  97204. 


TELECOMMUNICATIONS 

ANALYSTS 


Mass  Mutual,  the  nation’s  1 1th  largest  life  insurance  company, 
is  seeking  individuals  to  assume  key  positions  in  our  Technical 
Planning  Area.  Responsibilities  involve  capacity  planning  in  the 
telecommunications  environment;  developing  methodologies 
and  tracking  mechanisms  to  monitor  hardware  utilization,  im¬ 
plementing  tools  to  model  and  analyze  growth  projections, 
monitoring  performance  and  service  levels,  recommending 
hardware  solutions  to  meet  growth  and  service  requirements, 
and  developing  hardware  configurations  and  implementation 
plans.  Requirements  include: 

•  3-5  years  systems  programmer  background  in 
communications  software. 

•  Familiarity  with  telecommunications  hardware 
protocol  and  design  concepts. 

•  Advanced  analytical  abilities. 

•  Strong  written  and  verbal  communication 
skills. 

Mass  Mutual  is  future  oriented  with  a  wide  reputation  for  integ¬ 
rity  and  excellence.  Salaries  are  competitive  and  commensu¬ 
rate  with  abilities  and  experience.  Our  excellent  benefits  pack¬ 
age  includes  a  fitness  center,  flexible  hours,  medical  and 
dental  coverage  and  many  on-site  amenities.  Please  send  con¬ 
fidential  resume  and  salary  history  to: 

David  P.  Welch, 

Senior  Employment  Specialist 


MassMutual 

Massachusetts  Mutual  Life  Insurance  Company 
1295  State  Street.  Springfield.  MA  01111 

An  Equal  Opportunity  Employer  M/F/H 


SUNBELT  LOCATIONS 

•  CHALLENGING  OPPORTUNITIES 

•  PROFESSIONAL  ENVIRONMENTS 

•  CAREER  ADVANCEMENT 

•  QUALITY  OF  LIFE 

•  RELOCATION  &  FEE  PAID 


IBM 


TANDEM 


VAX 


COBOL  •  IMS  DB/DC  •  DL  1 
CICS  •  IDMS/ADSO  •  UNIX 
ORACLE  •  PATHWAY  •  TAL 

Salary  $25-45,000 

SARAH  RHODES,  DPS 
Phillips  Personnel  Services 

PO  Box  4245 
Rock  Hill,  SC  29731 


EDP/MIS 

Midwest  thru  Southeast 


To  $50K 
To  $45K 
To  $42K 
To  $45K 
To  $65K 


Project  Managers  (Bank  Sys) 

Sys  Aril's  (Bank.  Mfg,  Cons) 

Progm  s-P/A's  (Bank.  Mfg,  Cons) 

DB  Anl/Adm  (IMS.  IDMS) 

Sys  Prog  s  (MVS.  VM,  IDMS,  IMS) 

Pref:  IBM  S/36  Thru  3090  M/F.  DEC  VAX. 
TANDEM,  COBOL,  BAL.  RPG  ll-lll,  C  TAL, 
VMS.  UNIX.  MVS.  DOS/VSE.  IMS.  IDMS. 

CICS,  ADS/O.  PATHWAY 

Call:  Robert  Ekey,  CPC 

FOX-MORRIS 

4700  Rockside  Rd.  Suite  400 
Cleveland,  OH  44131 
(216)  524-6565 


SETA 

Special  SETA 
Show  Issue 
-  Nov.  16th 


Orlando,  FL 
-  November  16-18 

Bonus  Show  & 
Hotel  Distribution 

Call  for  further  information  on 
advertising  in  this  Special  Issue. 

NETWORK  WORLD 

Contact: 

Classified  Advertising, 
375  Cochituate  Road, 
P.O.  Box  9171, 
Framingham,  MA 
01701-9171 

1-800-343-6474 
(In  Mass)  617-879-0700 


A  JOB 

THAT'S  AS  UNIQUE 
AS  YOU  ARE 

•  Are  you  as  comfortable  with  a  soldering  iron  as  with  a  COBOL  manual? 

•  Do  you  enjoy  being  totally  responsible  for  a  project  from  beginning  to  end? 

•  Can  you  specify,  design,  program  and  train  users  on  a  computer  system? 
If  this  sounds  like  you,  read  on: 

Our  Technology  Evaluation  And  Support  Department  is  looking  for  talented, 
creative  individuals  to  help  this  major  health  care  provider  in  Southern 
California  explore  the  future.  Selected  candidates  will  have  the  ability  to 
work  on  small,  innovative  computers,  robotics  and  other  technology  related 
projects  involving  BASIC,  FORTRAN,  COBOL,  "C"  and  multiple  database 
languages  on  multiple  machines  ,  such  as  IBM  mainframes,  CP/M,  Macin¬ 
tosh  or  Unix-type  microcomputers. 

For  consideration,  please  submit  resume  with  salary  history  to:  Kaiser  Per- 
manente,  Regional  Personnel,  393  E.  Walnut  Street,  Pasadena,  CA 
91188-8255,  Attn:  Dept.  7900/TP.  Equal  Opportunity  Employer. 


m 


KAISER  PERMANENTE 

Good  People.  Good  Medicine. 


IDMS 

SPECIALISTS 

Our  company  is  an  MIS  consulting  firm  that  specializes  in  Cullinet 
products.  We  are  currently  experiencing  a  national  expansion  due  to 
a  40%  growth  rate.  Our  current  staffing  requirements  include:  •  Data¬ 
base  Administrators  •  Project  Leaders  •  Analysts  •  Designers  •  Pro¬ 
grammers  •  Applications. 

We  offer  an  outstanding  compensation  package  and  an  opportunity 
to  help  achieve  your  career  goals.  If  you  are  interested  in  growing 
with  us  and  have  IDMS  experience,  call  or  send  your  resume  ASAP 
to: 

William  P.  Geschke 

Telemap  Corporation 

4401  Rockside  Road,  Suite  407 
Independence,  Ohio  44131 
(216)  447-9300 

Vfiemap 

CORPORRTIONm 


HEAD  OF 
COMPUTING  AND  MANAGEMENT 
INFORMATION  SYSTEMS 


General  Arabian  Medical  and  Allied  Services 
Ltd.  (GAMA),  one  of  Saudi  Arabia’s  leading 
hospital  management  companies,  provides 
consultancy  services  to  the  prestigious  650- 
bed  Riyadh  Al-Kharj  Programme  in  Saudi 
Arabia. 

Reporting  directly  to  the  Chief  Executive  Of¬ 
ficer,  the  successful  candidate  is  responsible 
for  the  design  implementation  and  manage¬ 
ment  of  all  automated  hospital  systems.  The 
Department  is  responsible  for  the  following 
functions: 

Systems  and  Programming, 
Computer  Operations,  Organiza¬ 
tion  and  Methods  and  a  Manage¬ 
ment  Information  Office.  Hard¬ 
ware  includes  HP300  series  36/68 
and  111,  a  CDC  cyber  18,  DEC 
PDP 11/23  and  over  200  terminals 
and  microcomputers. 

Applications  are  invited  from  candidates  with 
10  years  experience  as  Director  of  M.I.S.  in  a 
medium  to  large  hospital  or  with  1 0  years  in  a 
similar  position  in  some  other  industry,  with  a 
B.S.  in  Computer  Services,  M.l.  Systems  or 
equivalent. 

T ax-free  salary  is  enhanced  by  a  family  status 
contract,  free  housing,  paid  flights  and  gener¬ 
ous  leave  and  educational  allowances  for 
agreed  dependents,  plus  an  end-of-contract 
bonus. 

For  further  information  contact: 

KAMA  ENTERPRISES,  INC. 

Dept.  HC 

4380  SW  Macadam  Ave,  Suite  490 
* — Portland,  Oregon  97201 


ADABAS/NAIIRAI 

PolyGram  Records 

★  ★★★★★★★★★★★★★★★★★★★★★ 

A  leading  international  entertainment  company  with  its  headquarters 
located  in  Manhattan,  New  York,  has  exceptional  opportunities 
available  for  Sr.  Programmer  Analyst(s)  and  a  Quality  Assurance 
Analyst. 

SR.  PROGRAMMER  ANALYST(s) 

Qualified  candidates  will  have  3-5  years  of  successful  business  applica- 
tions  analysis  and  programming  experience  utilizing 
ADABAS/NATURAL,  and/or  COBOL  in  a  large  IBM  mainframe 
environment. 

QUALITY  ASSURANCE 

Seeking  a  3-5  year  Quality  Assurance  Technician  who  has  experience 
working  with  a  Systems  Life  Cycle  Methodology,  2-3  years'  COBOL  pro¬ 
gramming  and  some  database  knowledge.  Individual  will  be  respon¬ 
sible  for  quality  control  as  well  as  reviewing,  establishing  and  maintain¬ 
ing  MIS  policies  and  procedures. 

You  will  receive  a  competitive  salary  and  an  exceptional  benefits 
package  that  includes  medical  and  dental  coverage,  401(k)  savings  plan 
and  100%  tuition,  books  and  fees  reimbursement. 

If  you  meet  our  requirements,  send  resume  in  confidence  to:  M 
Durando,  PolyGram  Records,  12th  floor,  810  7th  Avenue,  New  York,  NY 
10019.  An  Equal  Opportunity  Employer  M/F. 
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NETWORK  WORLD 


J  OCTOBER  26,  1987 


DEC  plans  to  link  VAXes,  PBXs 

continued  from  page  1 


ips  Telecommunication  and  Data 
Systems,  Plessey  Business  Systems 
and  Siemens  AG  have  joined  CIT. 
Bill  Johnson,  vice-president  of  dis¬ 
tributed  systems  for  DEC,  said  he 
expects  a  total  of  12  to  15  vendors 
to  join  CIT. 

Initial  results 

The  first  by-product  of  the  CIT 
program  is  an  applications  pro¬ 
gram  interface  (API)  with  a  lay¬ 
ered  architecture  designed  to  sim¬ 
plify  development  of  intersystem 
links  and  integrated  applications. 
The  API  sits  on  top  of  DEC  soft¬ 
ware  running  under  DEC’s  VMS  op¬ 
erating  system  and  involves  imple¬ 
mentation  of  code  within  the 
switch  vendor’s  PBXs.  Once  imple¬ 
mented,  switches  supported  can 
operate  with  individual  DEC  com¬ 
puters  or  multiple  systems  on  a  lo¬ 
cal  network. 

David  Cleveland,  DEC’s  wide- 
area  communications  program 
manager,  said  early  application  de¬ 
velopment  efforts  have  been  com¬ 
pleted  in  cooperation  with  both 
Northern  Telecom  and  British  Te¬ 
lecom  subsidiary  Mitel.  The  five 
other  CIT  program  members  have 
agreed  in  principle  to  support  the 
concept,  he  said.  “We  believe  CIT 
can  also  work  in  a  central  office 
switch  environment.” 

Besides  the  switch  vendors  com¬ 
mitted  to  CIT,  DEC  expects  the 
program  to  spur  development  of  in¬ 
tegrated  voice/data  applications 
among  users,  independent  commu¬ 
nications  vendors  and  software 
houses.  “The  vast  majority  of  ap¬ 
plications  will  be  created  by  inde¬ 
pendent  software  vendors,”  Cleve¬ 
land  said. 

DEC  is  still  actively  discussing 
CIT  with  AT&T  and  each  of  the 
seven  regional  Bell  holding  compa¬ 


nies,  but  said  none  of  these  compa¬ 
nies  has  committed  to  the  program, 
Johnson  said. 

DEC  and  CIT  members  are  cur¬ 
rently  participating  in  various  do¬ 
mestic  and  international  standards 
committees  to  help  promote  inclu¬ 
sion  of  CIT  within  the  CCITT  ISDN 
standard. 

The  company  is  already  making 
joint  proposals  with  CIT  members. 
Northern  Telecom  President  Des¬ 
mond  Hudson  told  Network  World 
that  two  Massachusetts  universi¬ 
ties,  the  University  of  Massachu¬ 
setts  and  Worcester  Polytechnic 
Institute,  have  received  joint  bids 
from  DEC  and  Northern  Telecom. 
Neither  contract  had  been  awarded 
by  press  time. 

DEC  has  developed  two  base  ap¬ 
plications  in  conjunction  with 
Northern  Telecom  and  Mitel, 
which  it  demonstrated  at  the  con¬ 
ference.  One  is  referred  to  generi- 
cally  as  phone  management,  and 
the  other  is  known  as  telephone 
support  center.  Northern  Telecom 
helped  develop  both  DEC  applica¬ 
tions  while  British  Telecom  and 
Mitel  focused  their  efforts  on  help¬ 
ing  create  phone  management. 

Johnson  said  the  first  CIT  prod¬ 
ucts  will  be  brought  to  market  in 
the  next  12  months,  but  he  would 
not  divulge  pricing  information. 

These  applications  employ  com¬ 
mands  called  “Proxy”  and  “Mir¬ 
ror.”  When  VAXes  and  PBXs  are 
linked,  the  computer  transmits  in¬ 
structions  to  the  switch  using  a 
command  called  “Proxy.”  These  in¬ 
structions  serve  to  initiate,  trans¬ 
fer  and  terminate  calls.  The  PBX  or 
central  office  switch,  equipped 
with  the  DEC  software  and  an  in¬ 
terface  card,  obeys  these  orders 
and  uses  the  “Mirror”  command  to 
pass  information  on  call  status 


back  across  the  link. 

DEC’s  phone  management  appli¬ 
cation  will  enable  customers  to  use 
workstations  to  initiate,  transfer, 
answer  and  terminate  telephone 
calls.  The  status  of  each  call  is  dis¬ 
played  on  the  user’s  workstation. 
In  addition  to  basic  call  functions, 
the  application  also  offers  elec¬ 
tronic  messaging  and  corporate  di¬ 
rectory  features. 

Phone  management’s  electronic 
messaging  capability  enables  users 
to  send  the  called  party  an  elec¬ 
tronic  mail  message  if  the  line  is 
busy  or  is  not  answered.  The  called 
party’s  workstation  notifies  the 
user  of  messsages. 

The  message  can  be  accessed 
from  the  DEC  computer  data  base 
and  displayed  on  the  workstation 
in  full  or  annotated  version.  Users 
can  automatically  call  back  the 
party  who  left  the  message. 

The  application’s  electronic  di¬ 
rectory  feature  represents  the  inte¬ 
gration  of  the  computer  and  the 
switch.  It  provides  the  user  with 
several  ways  of  initiating  a  call  to 
another  system  user.  The  data  base 
residing  on  the  DEC  computer  con¬ 
tains  information  structured  to 
support  these  different  options. 

DEC’s  second  CIT  application, 
telephone  support  center,  is  de¬ 
signed  for  users  who  have  a  large 
number  of  incoming  calls,  such  as 
airline  reservation  centers.  Incom¬ 
ing  calls  reach  an  attendant  with 
both  a  workstation  and  a  tele¬ 
phone. 

With  each  call,  the  system  oper¬ 
ator  accesses  information  con¬ 
tained  in  the  DEC  computer’s  data 
base  to  identify  the  calling  party 
and  determine  which  station 
should  receive  the  call.  Calling  on 
the  power  of  the  switch  and  the 
computer,  the  attendant  can  simul¬ 
taneously  transfer  the  call  and  the 
appropriate  computer  file  regard¬ 
ing  the  caller.  □ 


CALENDAR 

Oct.  27-28,  Baltimore  —  Two 
Days  to  Successful  Incoming  Call 
Center  Management.  Contact: 
Gordon  MacPherson,  Incoming 
Calls  Management  Institute,  P.O. 
Box  6177,  Annapolis,  Md.  21401. 

Nov.  2-3,  Washington,  D.C.  — 
ONA  Plans:  The  Home  Stretch. 

Contact:  Conference  Registrar, 

Telecom  Publishing  Group,  P.O. 
Box  1455,  Alexandria,  Va.  22313. 

Nov.  2-6,  Las  Vegas  —  COM¬ 
DEX  Fall  ’87.  Contact:  The  Inter¬ 
face  Group,  Inc.,  300  First  Ave., 
Needham,  Mass.  021,94. 

Nov.  3,  Los  Angeles  —  TMS380 
Token  Ring  LAN  Seminar.  Also, 

Nov.  4,  Oakland,  Calif.;  Nov.  5, 
Santa  Clara,  Calif.  Contact:  Ray 
Berardinelli,  Texas  Instruments, 
Inc.,  P.O.  Box  1443,  Mailstation 
706,  Houston,  Texas  77251. 

Nov.  3-4,  Lexington,  Mass.  — 
Networking  PCs.  Also,  Nov.  17-18, 
Hartford,  Conn.;  Dec.  15-16,  Fra¬ 
mingham,  Mass.  Contact:  Laura 
Manning,  Seminar  Coordinator, 
Suite  415,  850  Boylston  St.,  Chest¬ 
nut  Hill,  Mass.  02167. 

Nov.  4,  New  York  —  WATS 
Alert:  What  You  Must  Know 
About  the  Latest  Long-Distance 
Service  Options.  Contact:  Marcia 
Kaplan,  BCR  Enterprises,  Inc.,  950 
York  Road,  Hinsdale,  Ill.  60521. 

Nov.  5-6,  Los  Angeles  —  Satel¬ 
lite  Technology:  A  Seminar  for 
the  Non-Technical  Manager  &  Ex¬ 
ecutive.  Also,  Dec.  1-2,  Atlanta. 
Contact:  Phillips  Publishing,  Inc., 
7811  Montrose  Road,  Potomac,  Md. 
20854. 

Nov.  9-10,  Bethesda,  Md.  — 
The  Post-Divestiture  Tariffs  and 
Their  Impact  on  Large  Networks. 

Contact:  Michele  Zbiegniewicz,  The 
Aries  Group,  Inc.,  Suite  320,  1500 
Research  Blvd.,  Rockville,  Md. 
20850. 

Nov.  11-12,  Bethesda,  Md.  — 
Making  Advances  in  Understand¬ 
ing  Telecommunications  Tariffs. 

Contact:  The  Aries  Group,  Inc., 
Suite  320,  1500  Research  Blvd., 
Rockville,  Md.  20850. 

Nov.  11-13,  Boston  —  Ad¬ 
vanced  Networking  Architec¬ 
tures.  Also,  Dec.  2-4,  San  Diego. 
Contact:  Communications  Solu¬ 
tions,  Inc.,  2125  Hamilton  Ave., 
San  Jose,  Calif.  95125. 

Nov.  16-18,  San  Francisco  — 
IBM’s  Token-Ring  Network:  Un¬ 
derstanding  and  Implementation. 

Contact:  Technology  Transfer  In¬ 
stitute,  741  Tenth  St.,  Santa  Moni¬ 
ca,  Calif.  90402. 

Nov.  19-20,  Orlando,  Fla.  — 
Planning  and  Managing  Corpo¬ 
rate  Networks:  An  Establishment 
Perspective.  Contact:  Gartner 
Group,  Inc.,  56  Top  Gallant  Road, 
P.O.  Box  10212,  Stamford,  Conn. 
06904. 
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X.400  tops  ticket 
at  world  show 

continued  from  page  1 
Systems  Interconnection  (GTM- 
OSI).  The  newest  GTMOSI  version, 
Release  2.1,  now  offers  VM  and 
VSE  users  an  interface  to  X.400, 
thereby  allowing  them  to  develop 
their  own  user  interfaces  for 
X.400.  GTMOSI  had  previously 
been  announced  for  the  MVS  envi¬ 
ronment.  All  X.400  products  for 
the  VM  and  VSE  environments  will 
be  available  in  Europe  in  the  sec¬ 
ond  half  of  1988. 

IBM  first  announced  X.400  prod¬ 
ucts  last  March  with  the  introduc¬ 
tion  of  a  Message  Transfer  Facility 
Program  for  MVS  and  an  X.400 
DISOSS  connection. 

Telenet  announced  it  will  be  of¬ 
fering  X.400-based  interconnection 
service  between  Telemail  400,  its 
public  messaging  service  in  the 
U.S.,  and  similar  messaging  ser¬ 
vices  in  four  other  countries.  Tele¬ 
mail  400  will  be  linked  to  services 
offered  by  Telemail,  Ltd.  in  the 
UK,  Teleo  (Italcable-SIP  JV)  in  Ita¬ 
ly,  Telecom  and  OTC  in  Australia 
and  DGT  in  Taiwan. 

In  addition  to  IBM  and  Telenet, 
19  other  vendors  participated  in 
the  X.400  demonstration,  which 
was  the  first  such  display  to  fea¬ 
ture  the  full  spectrum  of  X.400 
providers.  Included  were  computer 
vendors  that  supply  private  elec¬ 
tronic  mail  systems,  such  as  IBM, 
Digital  Equipment  Corp.  and  Hew¬ 
lett-Packard  Co.,  and  public  mail 
system  suppliers,  such  as  Telenet, 
AT&T,  British  Telecommunications 
pic  and  Japan’s  Kokusai  Denshin 
Denwa  Ltd. 

Only  vendors  committed  to  de¬ 
livering  X.400  products  or  services 
during  1988  were  allowed  to  par¬ 
ticipate  in  the  demonstration,  said 
Ian  Valentine,  technical  director  of 


6,000  flock  to 
second  NetWorld 

continued  from  page  5 
but  as  we  add  more  Novell  net¬ 
works,  the  cost  adds  up,”  said  Ben¬ 
son,  associate  director  of  campus 
computing  for  the  University  of 
Nebraska  at  Omaha.  ‘‘We’ve  also 
been  individually  connecting  PCs 
to  DEC  terminal  servers  on  an  Eth¬ 
ernet  network,  but  that’s  a  slower 
connection  than  directly  connect¬ 
ing  the  Ethernets  together  at  10M 
bit/sec.” 

Benson  said  he  expects  that 
Transmission  Control  Protocol/In¬ 
ternet  Protocol  software  will  pro¬ 
vide  the  means  for  melding  person¬ 
al  computer  networks  and  larger, 
general-purpose  nets  supporting 
minicomputers  and  mainframes. 
“We’re  looking  for  software  that 
will  let  us  connect  Novell  file  serv¬ 
ers  to  existing  DEC  Ethernet  net¬ 
works,  probably  using  TCP/IP,  and 
to  our  IBM  SNA  network.  We  also 
want  to  get  people  accustomed  to 
TCP/IP.  Since  IBM  now  supports 
TCP/IP,  that  might  be  the  basis  for 
doing  major  network  intercon¬ 
nects,  especially  since  we’re  seeing 
more  Unix  machines  that  support 
TCP/IP  on  campus,”  he  said. 

Attendees  packed  another  ses- 


UK-based  Level-7  Ltd.  Each  vendor 
is  demonstrating  both  the  message 
transfer  agent  and  the  user  inter¬ 
face,  or  user  agent,  components  of 
X.400,  Valentine  said. 

Level-7,  a  consulting  firm,  was 
responsible  for  coordinating  the 
testing  among  the  different  ven¬ 
dors’  X.400  implementations.  Pub¬ 
lic  mail  systems  in  the  demonstra¬ 
tion  were  linked  via  X.25  packet 
networks,  with  private  X.400  sys¬ 
tems  linked  to  one  or  more  public 
systems  via  X.25.  No  message 
passed  through  more  than  one  in¬ 
termediate  system  before  being  de¬ 
livered,  Valentine  said. 

The  rising  ground  swell  of  sup¬ 
port  for  X.400  spells  good  news  for 
users.  As  more  vendors  offer 
X.400,  users  will  be  able  to  inter¬ 
connect  different  mail  systems 
within  their  companies  as  well  as 
link  private  and  public  mail  sys¬ 
tems. 

Indeed,  support  for  X.400  has 
increased  dramatically  in  recent 
months.  Dialcom,  Inc.  recently  an¬ 
nounced  the  U.S.  availability  of 
X.400  services  for  public  and  in- 
house  systems.  Dialcom  has  al¬ 
ready  tested  for  compatibility  with 
DEC’S  X.400  implementation.  Wes¬ 
tern  Union  Corp.  announced  it  will 
add  X.400  support  to  its  EasyLink 
service  by  mid-1988,  and  AT&T 
launched  its  products  that  support 
X.400  in  August. 

“The  demonstration  at  Telecom 
’87  drove  a  lot  of  vendors  to  deliv¬ 
er  products,”  noted  Ross  Staley, 
AT&T  Communications,  Inc.’s  man¬ 
ager  of  new  services  development, 
international  marketing.  AT&T  is 
now  supporting  X.400  in  AT&T 
Mail,  a  public  mail  service,  he  said. 
The  company  also  recently  an¬ 
nounced  compatibility  with  DEC’S 
X.400  Gateway  and  an  X.400- 
based  link  to  Telecom  Canada  Ser¬ 
vices’  Envoy  100  mail  service. 


sion,  entitled  “OS/2  and  Network¬ 
ing,”  in  search  of  direction  on  the 
communications  capabilities  of 
IBM’s  Operating  System/2  (OS/2) 
and  Novell’s  support  for  the  oper¬ 
ating  system.  Speaker  Craig  Bur¬ 
ton,  vice-president  of  corporate 
marketing  and  development  for 
Novell,  dismissed  published  re¬ 
ports  that  Novell  will  use  parts  of 
IBM’s  Micro  Channel  bus  architec¬ 
ture  to  allow  NetWare  servers  to 
run  OS/2  applications. 

“That  just  isn’t  the  case,”  Bur¬ 
ton  said.  He  said,  however,  that 
one  option  Novell  is  considering  is 
use  of  a  coprocessor  inside  a  Per¬ 
sonal  System/2  server  that  would 
run  OS/2  applications. 

On  the  show  floor,  some  175  ex¬ 
hibitors  showcased  their  NetWare- 
compatible  hardware,  software 
and  services.  Most  of  the  exhibits 
were  linked  together  in  a  700-node 
fiber  network  that  included  12 
miles  of  cable  connecting  90%  of 
the  vendors  participating  in  the 
network.  The  other  10%  were  con¬ 
nected  with  twisted-pair  wiring. 

The  fiber  network  from  Code- 
noil  Technology  Corp.  was  used  to 
demonstrate  Codenoll’s  new  fiber 
version  of  a  universal  wiring 
scheme  for  premises  data  commu¬ 
nications.  □ 


Although  Staley  said  he  is  con¬ 
vinced  the  market  is  ready  for 
X.400,  IBM  executives  have  said 
there  isn’t  sufficient  demand  in  the 
U.S.  yet  to  warrant  gearing  up  the 
necessary  sales  and  support  effort. 
Some  IBM  customers  in  the  U.S. 
have  asked  for  X.400  products, 
however,  “our  European  custom¬ 
ers  have  a  more  urgent  need  for 
X.400,”  said  Ellen  Hancock,  presi¬ 
dent  of  IBM’s  Communication 
Products  Division. 

“We  understand  the  need  to  pro¬ 
vide  X.400  not  only  in  the  370  en¬ 
vironment  but  in  the  System/3X 
and  PC  environment  in  the  fu¬ 
ture,”  Hancock  said.  “But  it  is  not 
clear  that  our  customers  in  the  U.S. 
have  a  need  right  now.” 

And  while  some  vendors,  such 
as  Unisys  Corp.,  are  committing  to 
support  for  X.400  across  their  en¬ 
tire  product  lines,  at  least  one  ven¬ 
dor  is  holding  back.  Wang  Labora¬ 
tories,  Inc.  —  although  currently 
developing  an  X.400  gateway  to 
Wang  Office  —  won’t  offer  an 
X.400  product  until  conformance 
tests  are  available,  said  Marius  Co- 
janu,  product  manager  of  Message 
Handling  Service-OSI  Communica¬ 
tions. 

The  Corporation  for  Open  Sys¬ 
tems  is  working  to  get  such  X.400 
tests  out  to  vendors  by  year’s  end, 
in  time  for  interoperability  testing 
among  vendors  planning  to  demon¬ 
strate  X.400  at  the  Enterprise  ’88 
event  slated  for  next  summer  in 
Baltimore,  Cojanu  said. 

Even  as  technical  considerations 
are  smoothed  over,  billing  issues 
remain  a  stumbling  block  to  the  in¬ 
terconnection  of  public  X.400  E- 
mail  systems  and,  particularly, 
U.S.  services.  Providers  of  these 
services  “are  going  to  have  to  get 
together  very  soon  on  the  issue  of 
interconnection,”  AT&T’s  Staley 
said.G 


Users  skeptical 
of  rate  cap 

continued  from  page  5 
RBHCs  in  July  1988. 

The  Corporate  Committee  of 
Telecommunications  Users  (CCTU) 
said  it  supports  the  FCC’s  “com¬ 
mitment  to  reducing  unnecessary 
regulation,  lowering  rates  to  con¬ 
sumers  and  eliminating  carrier  in¬ 
centives  to  inflate  rates”  but  said 
it  cannot  support  the  rate  cap  plan. 

“A  price  cap  regime  could  facili¬ 
tate  profits  for  carriers’  sharehold¬ 
ers  at  the  expense  of  the  public. 
Although  deregulation  is  a  laud¬ 
able  goal,  the  commission  should 
not  lose  sight  of  the  character  of 
the  companies  it  proposes  to  dereg¬ 
ulate:  monopolists  with  captive  au¬ 
diences,”  CCTU  comments  said. 

In  its  filings,  the  International 
Communications  Association  said 
it  “is  not  convinced  that  the  FCC 
will  be  able  to  fashion  a  price  cap 
system  that  is  demonstrably  better 
than  the  current  system.  Price  caps 
appear  to  require  more  regulatory 
resources  than  the  FCC  currently 
devotes  to  common  carrier  regula¬ 
tion,”  and,  the  filing  said,  the  com¬ 
mission  has  made  no  attempt  to  in¬ 
crease  its  resources  in  order  to 
implement  the  plan.O 


Giants  unveil 
packet  switches 

continued  from  page  2 
prietary  processor  and  proprietary 
bus.  Telenet’s  existing  TP4/II  line 
is  based  on  an  eight-bit  micro¬ 
processor.  Both  companies  said 
their  new  switches  are  fully  com¬ 
patible  with  existing  switches. 

Tymnet/McDonnell  Douglas  will 
support  its  ISIS  operating  system 
on  the  Turbo-Engine  and  will  ac¬ 
commodate  other  operating  sys¬ 
tems  as  requirements  arise.  The 
company  said  it  will  support  Unix. 

The  initial  software  release  for 
the  Turbo-Engine  will  support 
switching  of  up  to  3,000  packets 
per  second.  Telenet’s  TP4/III  will 
initially  support  up  to  8,000  pack¬ 
ets  per  second,  with  future  up¬ 
grades  planned  to  boost  through¬ 
put  to  12,000  packets  per  second. 

Tymnet/McDonnell  Douglas  is 
using  the  Motorola  VME  bus  to  pro¬ 
vide  a  standard  interface  to  the 
Turbo-Engine.  The  company  said  it 
will  certify  voice,  facsimile  and  In¬ 
tegrated  Services  Digital  Networks 
interfaces  developed  by  third  par¬ 
ties  for  the  VME  bus. 

Development  of  the  Turbo-En- 


Tymnet/McDonnell  Douglas 
will  support  its  ISIS 
operating  system  on  the 
Turbo-Engine. 


gine  was  driven  by  technological 
advances,  user  demand  for  higher 
bandwidth  and  new  communica¬ 
tions  services,  said  A1  Fenn,  vice- 
president  of  Network  Technology 
Development.  Tymnet/McDonnell 
Douglas  initially  plans  to  support 
the  ISDN  Primary  Rate  Interface 
on  the  Turbo-Engine  with  a  third- 
party  external  product  and  later  as 
an  add-on  board,  Fenn  said. 

Telenet’s  strategy  is  to  integrate 
T-l  and  packet-switching  technol¬ 
ogies  now  and  to  support  the  ISDN 
Primary  Rate  Interface  in  the  fu¬ 
ture,  said  Paolo  Guidi,  Telenet’s 
president.  “We  are  building  digital 
networks  that  can  support  not  just 
packet  traffic  but  IBM’s  SNA  and 
voice  as  well,”  Guidi  said. 

Telenet  will  deploy  the  new 
TP4/III  switches  in  its  own  back¬ 
bone  network,  as  well  as  in  a  data 
network  for  the  Norwegian  Tele¬ 
communications  Administration, 
Guidi  said. 

Telenet  also  announced  an 
agreement  with  OTC  in  Australia 
to  establish  a  56K  bit/sec  data 
communications  link  between  the 
two  companies’  respective  public 
packet  networks.  The  agreement  is 
aimed  at  providing  Telenet  users  in 
the  Pacific  Basin  with  better  data 
communications. 

The  Turbo-Engine  will  support 
up  to  256  ports  per  cabinet.  The 
switch  is  slated  for  delivery  in  the 
latter  half  of  1988,  and  pricing  has 
not  yet  been  announced.  Telenet’s 
TP4/III  will  be  available  in  five 
models,  ranging  from  100  ports  to 
3,000  ports  per  processor.  The 
TP4/III  is  scheduled  for  delivery  in 
the  fourth  quarter  of  1988,  with 
pricing  ranging  from  $1,500  to 
$2,000  per  port.O 


DIVIDE  AND  CONQUER 


End  the  daily  war  against  poor 
LAN  performance  and  management. 

Divide  your  network  with  RetixGate 
bridges  and  you’ll  achieve  smaller,  more 
manageable  subnets -at  a  price  that  con¬ 
quers  the  high  cost  of  segmentation. 


A  bridge  for  $1,950* loaded 
with  benefits. 

Introducing  the  RetixGate  Series  2000 
bridges  designed  to  extend  the  capacity 
and  performance  of  small  and  large 
networks  alike -with  the  benefits  and 
features  of  bridges  costing  much, 
much  more. 


Increased  performance.  Network  parti¬ 
tioning  with  RetixGate  bridges  increases 
the  effective  bandwidth  in  each  network 
segment. 

Fault  isolation.  RetixGate  bridges  allow  you 
to  isolate  faults  to  specific  segments  like 
departments  or  work  groups. 

Mixed  media.  Option  to  interconnect 
Ethernet  backbone  networks  to  Thin 


'  Tv;, 


Ethernet  or  StarLan  subnetworks  quickly 
and  easily. 

Extended  distance.  RetixGate  bridges 
extend  the  maximum  distance  of  your 
network  to  several  kilometers. 

■ 

Conquer  your  network  problems 
before  they  conquer  you. 

Call  us  today  at  (800)  255-2333,  or  (213) 
399-2200  (Calif.)  to  place  an  order  or  to 
obtain  a  free  copy  of  our  bridge  applica- 
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2644  30th  St.  Santa  Monica  CA  90405 


*  RetixGate  2244  suggested  list  price  (US  only ). 
Quantity  prices  available. 

Ethernet  is  a  trademark  of  Xerox  Corporation. 


